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What insurance a man thinks he wants, qb A/ D 
what he most needs, and what he is able bh S 
to buy are three different things. Fidelity 








has policy forms to meet every want, need, 
or pocketbook. Our modern selling aids help our representatives to 
maintain their membership in our various producer clubs. 
In addition to the usual forms there are This is important, as membership means liberal cash re- 
Juvenile, Modified Life and “Income for wards as well as other advantages. 
Life.’’ In addition to the usual benefits there These selling aids include: 1. Sales Guide. 2. Prospecting 
are Disability, Accidental Death, Family In- Guide. 3. Work Guide. 4. Buyer’s Guide. And we do our 
come, and Family Maintenance part in helping the agent to use them effectively and profit- 
ably. 
More than sixty-one years old, operating We offer new policies, new selling methods, new services, 


in 37 states, having assets of more than 129 and a modern contract to alert, aggressive men and women. 


million, and insurance in force of more than Open territories are available for new agencies in Maryland, 


same tenia : West Virginia, North Carolina and Tennessee. Write to 
oO x / 
= etd we esi seal a favor Robert V. Hatcher, Vice President, and get acquainted. 
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It is exceedingly easy to determine Social The Hinkle Social Security Slide Rule which You carry a fountain pen for the con- 
Security benefits with the Hinkle Slide Rule. gives close approximations is carried by more venience of prospects in signing applications. 
You set the slider at the amount of average Underwriters than any other calculating de- Why not carry a Hinkle Slide Rule in your 
Monthly Earnings and read down for the vice on the market. 50,000 of these rules vest pocket and perhaps open up a profit- 
Monthly Benefits under the various pro- have been sold since the original law was able deal through showing your friends and 
visions of the Law. You don’t need a pencil; passed in 1936. It is light in weight, good acquaintances what their Social Security bene- 
nothing to calculate. looking and will last a lifetime. fits will amount to. 
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Agency Building 
Theme of Speakers 
at Indianapolis 


150 Agents and Managers 
Register at Meeting 
Led by E. A. Crane 


INDIANAPOLIS—Sponsored by the 
Indianapolis General Agents & Managers 
Association, a management conference 
was held with “Agency Building in the 
New Decade” as the theme something 
over 150 attendants having registered 
representing a half dozen midwest states. 
E. L. Smith, Massachusetts Mutual, 
extended the welcome and E. A. Crane, 
Northwestern Mutual, presided at both 
morning and afternoon sessions. 


E. M. Schwemm, Chicago manager 
Great West Life, first speaker, with 
“Yesterday—Today—Tomorrow” as his 


topic, compared conditions aga they ex- 
isted in the “roaring ’20’s” with the en- 
forced conservatism of the ‘“’30’s.” 
From 1920 to 1930 there was a rapid 
expansion in the life insurance business, 
Mr. Schwemm recalled, with the sky as 
the limit. Agency success was rated on 
volume of business sold. ‘We felt the 
high interest rates would take care of 
everything,” he said. It was customary 
to look upon an agency, staff as one-third 
coming, one- third staying and one-third 
going. Insurance was sold without giv- 
ing much attention as to its purpose or 
actual value. “We didn’t explain cash 
values or the options provided in settle- 
ments—volume was all that mattered.” 


Sold Differently Now 


Life insurance has been sold differ- 
ently in the following decade, from 1930 
to 1940, he said. Those in the business 
were forced to give serious thought to 
adjustment to radically changed condi- 
tions. Much time was consumed in serv- 
icing business already written, in the 
readjustment of policies and arranging 
loans. Branch managers and general 
agents were forced to make a study of 
experience. With lowered national in- 
come production power of agents was 
reduced. “A period of readjustment was 
entered upon and an attempt was made 
at stabilization, and this brought us to 
the root of our problem—the agent.” 

Then began a period of elimination in 
which part-timers representation was 
lessened. It was learned that recruiting 
of new agents must be a_ continuous 
process to be successful. It was neces- 
sary to standardize ideals and the ques- 
tion of producer income became one of 
first importance. The two call inter- 
view idea developed and the business of 
selling life insurance changed to-a service 
of giving to clients, recognizing the 
importance providing guaranteed  in- 
comes, provision for tax requirements 
and fitting in with social problems. 
“There was greater recognition,” he said, 
“of the obligation to the agency force, 

(CONTINUED ON PAGE 10) 


Senator Taft Says New 
Deal Has Hostile Plans 


There is no doubt that the new deal 
philosophy which dominates the govern- 
ment at Washington is hostile to life 
insurance, and that while it has not 
dared propose its destruction, it plans 
sooner or later to strangle life insurance 
with bureaucratic regulations, Senator 
Robert A. Taft of Ohio, candidate for 
the Republican nomination for Presi- 
dent, declared in an address before the 
West Virginia Life Underwriters As- 
sociation meeting at Charleston, W. Va. 

“We see today the institution of life 
insurance under attack,” he said. “It is 
not surprising that this hostility should 
exist. In the first place, the new deal 
has been animated by a spending philos- 
ophy. The doctrine was openly pro- 
claimed that we could spend ourselves 
into prosperity. Money was poured out 
not so much for relief or public works 
as to create the purchasing power to 
prime the pump. Statements of Presi- 
dent Roosevelt and of Mr. Eccles, chair- 
man of the board of governors of the 
federal reserve system, show that this 
fallacy still dominates the thinking of 
the government. A deficit of $4,000,- 
000,000 a year shows that it is still in 
full swing. 


Tells Results of Wild Spree 


“No theory has been more clearly dis- 
proved by results. The spending of 
$20,000,000,000 of borrowed money, in 
addition to all taxes collected, only led 
to the depression of 1937; only failed 
to solve the unemployment problem. 
Obviously any brain truster who be- 
lieves in government spending must 
equally believe in private spending. If 
the government is to create a deficit to 
stimulate buying power, then private 
saving and thrift will obviously coun- 
teract the government’s efforts. The 
new dealers would rather have inflation 
than investing. The $1,500,000,000 saved 
every year through life insurance repre- 
sents probably one-half to one-third of 
the genuine savings of individuals in 
this country today. 

“In the second place, the new deal 
philosophy, while satisfied with govern- 
ment regulation of a whole industry 
where an abuse occurs, prefers govern- 
ment operation of any specially impor- 
tant function. It has started a so-called 
insurance plan of its own in the old age 
pension title of the social security act. 
The only trouble is that it doesn’t per- 
form any of the best functions of life 
insurance. The premiums are obtained 
through a payroll tax, a compulsory sav- 
ing. 


Compulsory Deductions Not Savings 


“There is no such thing. Thrift must 
be voluntary or it is not thrift. Com- 
pulsory deductions from payroll are 
taxes, not savings. The man who suf- 
fers that deduction is inclined to save 
nothing else because the government is 
going to look after his old age and his 
family. Real thrift is discouraged. 

“The wise man, however, will do his 
own saving. The government plan is 
not sound as an insurance plan. To pro- 
vide old age pensions in the future, taxes 
will have to be raised to supplement the 
income from the reserve. The expense 
is so great that old age pensions will 


never be more than enough for a bare 
living because of the taxpayers’ objec- 
tion to supporting other people. 


Different Investment Approach 


“The plan does not perform the in- 
vestment function of life insurance. The 
reserve is invested only in government 
bonds. That is, the government loans 
itself the money collected, and spends 
the money to pay current deficits. Life 
insurance companies have been subject 
to the same kind of criticism, for they 
have invested their money in $5,000,000,- 
000 of government bonds. The savings 
of the people have gone in part to pay 

(CONTINUED ON PAGE 8) 








Lite oul Accident _ 
Claims to Be Heavy 


in N. Y. Train Wreck 


The wreck of the New York Central 
railroad’s Lake Shore Limited at Little 
Falls, N. Y., the other night goes down 
as one of the major train wrecks in his- 
tory. It is one of the greatest catas- 
trophes in the history of the Pullman 
Company. The Pullman Company has 
had up until this time a phenomenal 
record for safety and for a long period 
of years the Pullman Company has been 
able to advertise that it has had not one 
passenger fatality. 

So far as can be ascertained, neither 
New York Central nor the Pullman 
Company carry any form of liability in- 
surance. A number of the railroads do 
carry excess contracts, assuming the 
first $100,000 or $150,000 of loss but ap- 
parently neither New York Central nor 
Pullman Company had such a policy. 


Expect Life and Accident Claims 


There will undoubtedly be heavy 
claims against life insurance compa- 
nies and under personal accident poli- 
cies. The class of person killed and in- 
jured in this wreck is different from 
the type of person that is killed or in- 
jured in a wreck involving railroad 
coaches. Patrons of the Pullman Com- 
pany are likely on the average to be 
in a pretty good income ciass and to be 
well insured. Early reports indicate 
that many of the injuries were very 
severe and that a good many of those 
that survive will be totally disabled. The 
ultimate cost under accident policies on 
account of such persons may run very 
much higher than death claims. A 
number of those killed and injured were 
commercial travelers, buyers and sales- 
men and as a class, they are substan- 
tial buyers of personal accident insur- 
ance. The various commercial travelers 
insurance associations are likely to have 
some claims. 


Apparently the only insurance man 
on the train was R. M. L. Carson of 
Glens Falls, president of the New 


York State Association of Local Agents, 
who was en route to Wichita for the 
mid-year meeting of the National As- 
sociation of Insurance Agents. He es- 
caped without injury. 


SEC Data Shown 
af Convention of 
Metropolitan Life 


Weighed on Speakers’ 
Platform: Tipped 
Scales at 216 Pounds 


NEW YORK—tThe 
assistant managers and agents gathered 
here for the Metropolitan Life’s big an- 
nual convention got a graphic idea of 
the extent of the work incident to the 
company’s compliance with requests for 
material by the Securities & Exchange 
Commission when President L. A. 
Lincoln had the exact counterparts of 
all the material the company had fur- 
nished the SEC brought in and exhibited 
on the speakers’ platform. Lugged in 
and neatly stacked like cordwood, the 
whole business tipped the scale at 261 
pounds 

Citing the stack of material as evi- 
dence of the tremendous volume of 
work and expense incident to the re- 
quests from the SEC, Mr. Lincoin indi 
cated that it had been impracticable to 
supply answers to the agency practices 
questionnaire sent out last November. 
He pointed out that the questionnaire 
arrived at a time when the year-end 
rush was already on and that there was 
one question alone that would have 
taken 700 weeks of work by a clerk. 
Another question, he said, called for out- 
line map of United States and the an- 
swers requested were so detailed that 
the map would have had to be 350 feet 
square. 


Asset Share Calculations 


The prize question, however, said Mr. 
Lincoln, was the one calling for asset 
share calculations. This question would 
have called for elaborate actuarial cal- 
culation involving assumptions depend- 
ing a great deal on the use to be made 
of the material. 

Another question, he said, would have 
required the Metropolitan to get several 
millions of applications from the files 
and analyze them. Mr. Lincoln said 
that the company courteously informed 
the SEC that accurate answering of the 
sales questionnaire could not be under- 
taken without disrupting the normal 
flow of work and interfering with serv- 
ice to policyholders and that even then 
it would require a matter of months and 
that hence, “we cannot undertake to an 
swer the sales questionnaire.” 

Praising the constructive legislation 
resulting from the studies of the Piper 
committee of the New York legislature, 
Mr. Lincoln had a duplicate of the in- 
formation furnished by the company to 
the Piper committee brought in and laid 
on a table alongside the counterparts of 
the material furnished the SEC. A 
single sheaf of papers about an inch 
thick and its contrast with the mound 
of material furnished the SEC caused 
general laughter. 

(CONTINUED ON PAGE 6) 
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Huebner Speaks to 
Buffalo Gathering 


Development in Past 
20 Years Traced by 
CLU Founder 


scholarly address on 
the transition from sale smanship to 
education that is taking place in thie 
life insurance business was given here 
by Dr. Solomon S. Huebner, president 
American College of Life Underwriters. 

More than 800 bankers, industrialists, 
civic leaders, legislators and underwrit- 
ers attended the meeting arranged by 
the Buffalo C.L.U. chapter in coopera- 


BUFFALO—A 


tion with the Buffalo Life Underwrit- 
ers Association. Arthur L. Beck, presi- 
dent Buffalo association, opened the 


meeting and Edward S. Murphy, C.L.U., 
president, was toastmaster. The speak- 
er was introduced by Dr. Robert Riegel, 
professor of insurance and _ statis- 
tics at the University of Buffalo and 
former colleague of Dr. Huebner. 

“When I started teaching in 1904,” 
Dr. Huebner said, “I began to see the 
importance of the great field force that 
represented life insurance. I threw in 
my lot with the field force and more 
and more became converted to the idea 
that the real job was to try to inject 
this same idea into the business with 
a professional character.” 


Four Professional Qualifications 


In order to be a profession, a follow- 
ing must have four qualifications: 

“14. The calling must be inherently 
noble and generally useful. 

“2. The calling should 
mastery of a _ considerable 
knowledge. 

“3. There must be an honor code of 
service, so that the public may be best 
served. 

“4. It should reach out to the realm 
of the social world and show a disposi- 
tion to help the helpless. © 

“It seemed to me that your calling 
inherently met all these qualifications 
and it behooved educators to do the best 
they could to bring it up to the rank of 
a profession. All professions have gone 
through an evolutionary development. 
I can remember when doctors catered to 
the salesmanship aspect of their calling 
very strongly.” 


involve the 
fund of 


Salesmanship Factor Important 


Dr. Huebner said the salesmanship 
factor is always important. “The teacher 
is a salesman and the American College 
of Life Underwriters is a salesmanship 
proposition.” 

It was necessary to “build a reap- 
proach to the insurance business and 
it has taken 15 years.” In 1927, he said, 
“the baby was born and labeled. Keep- 


ing the infant alive was another diffi-. 


cult task.” 

Work and character and honesty are 
important in the profession but knowl- 
edge is most necessary,” he declared. 
“In the next 10 years the greatest word 
in life insurance will be selection,” he 
declared. “Scientific personnel pro- 
grams will be followed with the weed- 
ing out process coming first instead of 
last. 

“The day may come, he said, when 
the word salesmanship will go into ob- 
livion and the expression life underwrit- 
ing will be substituted. The definition 
of a life underwriter is one who has 
the knowledge of the subject matter 
necessary to arrange a financial pro- 
gram necessary for a human being, he 
said. This transition from salesmanship 
to education can only come as educa- 
tional matter that needs mastering is 
created. 


Tremendous Change in 20 Years 


“In the last 20 years there has been 
a tremendous change in the field of life 
underwriting. The first milepost was 
the concept of human life value. In 1924 
they started talking about it. There 


To aidan Advertisers Round Table 








RALPH H. JONES 

Ralph H. Jones, head of Ralph H. 
Jones & Co., New York City, and Rus- 
sell B. Reynolds, director of sales serv- 
ice of American Mutual Life, Des 


finally came recognition of the idea that 
the human life has a dollar value. 

“We appraise our property so why 
not appraise our life? I know a score 
of scholars working on this subject 
right now. Some day we will have a 
library for life underwriters on this sub- 
ject. This dollar value of life can be 
capitalized in stocks and bonds just like 
any other investment. 

“Depreciation, too, can be applied 
against the idea of life insurance. So can 
conservation. In the final analysis the 
policy really is a last will and testament. 
Presents Multiplicity of Services 

“Another milestone came when we 
began to realize that the policy repre- 
sents a multiplicity of services. It pro- 
vides for education, protects the holder 
during working years, takes care of old 
age and runs things after death. 

“Emphasizing of the investment as- 
pects of life insurance was another 
milestone. The life insurance portfolio 
is the only investment I know of that 
meets the 20 attributes of a good in- 
vestment. It has the wide geographical 
application. You are a partner in it. 
It is democratic in that the smallest 
policyholders play a part in it. I urge 
you underwriters to study other invest- 
ments so you can be prepared to praise 
life insurance in this regard. 


More Important Than Fire 


“Another milestone was the recogni- 
tion of life insurance as a necessity for 
the protection of property. In this re- 
spect it is more important than fire or 
marine insurance. The death hazard is 
2% times as heavy as the fire hazard 
because when you die your property 
gets clipped 25 percent. 

“Still another milestone is the social 
viewpoint. And this emphasis on the 
social side of life insurance is strength- 
ening. You must be ready to give serv- 
ice to the fellow with the little policy 
as well as the larger holder. You must 
be ready to accept the group insurance 
idea. 

“T am a little sorry we have gone so 
much toward the governmental. So- 
cial security is here. It makes the 
country more insurance conscious.” 


C. R. Fischer, Iowa commissioner 
who has been seriously ill in Iowa 
Lutheran Hospital, Des Moines, is now 
being remov ed to his home. His con- 
dition is improved but he is still not per- 
mitted to see visitors. 





RUSSELL B. REYNOLDS 


Moines, will be on the program of the 
North Central Round Table of the Life 
Advertisers Association in Cincinnati, 


May 8-9. 
Modification of Escheat 
Law in N. Y. Is Approved 

ALBANY, N. Y.—The year-old 
escheat law under which the state vainly 
hoped to collect $3,000,000 to $4,000,000 
in unclaimed funds from life companies 
domiciled in New York has been greatly 
modified with Governor Lehman’s ap- 
proval of a substitute law. The new 
measure removes the ambiguity and 
most of the objectionable features that 
characterized the original statute and 
makes it unnecessary for the companies 
to continue the test suit that had been 
begun. 

Estimates which Superintendent Pink 
of New York furnished Governor Leh- 
man indicate that instead of the mil- 
lions which the state hoped to collect 
the total amount would be only a little 
more than $300,000. Of funds to which 
the law applies three-quarters would go 
to the state, the remaining quarter being 
held by the companies against claims 
that might later come to light. This 
would indicate about $400,000 in un- 
claimed funds as defined in the new law. 


Worst Feature Killed 


Main reason for this reduction—and 
the most important departure from the 
original law—is the fact that the act’s 
scope is now limited to residents of New 
York state. The worst feature of the 
law as it stood was the danger that 
companies might be forced to make 
duplicate payments. Citizens of other 
states would still have had a right to 
collect amounts due them no matter 
what the New York legislature might 
have decreed. 


Governor’s Sharp Comment 


In signing the bill Governor Lehman, 
a Democrat, took occasion to comment 
caustically on the Republican legisla- 
ture’s inclusion of $4,000,000 last year 
and $3,000,000 this year in its budget. 

Governor Lehman also approved the 
law setting forth new conditions applic- 
able to war clauses included in life poli- 
cies, an account of which appeared in the 
April 12 issue of THE NATIONAL UNDER- 
WRITER. The governor vetoed the bill 
repealing the “catch-all” premium tax 
law requiring domestic companies to pay 
a tax on all premiums on which a tax 
was not paid in another state. 

Governor Lehman has signed a bill 
which would restrict the amount of in- 
surance which may be written on the 
life of minors up to the age of 14% years. 


Western Agents 
Hold Sales Meeting 


Provident Mutual Life 
Celebrating 75th 
Anniversary 


DEL MONTE, CAL —-Western 

agents of Provident Mutual Life enjoyed 
the first of the company’s regional sales 
meetings in connection with the 75th 
anniversary this year. An entire session 
of the convention was given over to an 
anniversary celebration. Speakers at the 
meeting included J. H. Cowles, general 
agent Los Angeles; N. A. White, adver- 
tising manager; F. C. Morss, manager of 
ost and eS FP Paret, general agent 
Philadelphia. Chairman of the anniver- 
sary session was Alfred Matthews, 
former general agent San Francisco, who 
has recently retired. 


Linton Address Outstanding 


The outstanding address of the con- 
vention was that of President M. A. Lin- 
ton who analyzed the forces which are 
at work in the world tending to over- 
throw democracy and private capitalism. 
It largely parallels his talk given at the 
Chicago Association of Life Underwrit- 
ers meeting. Turning to Europe, Mr. 
Linton showed that Russian communism 
is capitalistic also, but that its capital is 
owned by the state instead of the indi- 
vidual. To avoid the abuses of state 
capitalism, of which communism, fascism 
and nazism are variants, it is essential 
that our system of free enterprise be 
protected and that our bill of rights con- 
tinue to secure to the individual the 
opportunities guaranteed under the con- 
stitution. “Under a system of free enter- 
prise, the function of government is to 
serve as umpire, not owner,” Mr. Linton 
said. 

N. H. Bell, San Francisco, who is a 
world traveler, delighted his fellow 
agents with a description of his adven- 
tures in the Mediterranean and the Holy 
Land, including graphic word pictures 
of Mussolini addressing) the fascist 
militia outside the Coliseum, the wedding 
of the king and queen of Egypt and 
Christmas eve in Bethlehem. 


Enthusiasm Promotes Energy 


G. N. Quigley, Denver, declared that 
most sales are lost because of a defensive 
attitude. Enthusiasm creates and pro- 
motes energy. It is positive, not nega- 
tive. It is a powerful, disturbing force 
jolting men loose from _ preconceived 
ideas, and we need this force in keeping 
on the offensive instead of on the de- 
fensive. 

C. W. Fender, San Francisco, said that 
endowment life insurance reminds him 
of the old horse-car line on the outskirts 
of Denver. The horse used to pull the 
car up the hill, but on reaching the top. 
the horse was unhitched and led around 
to the back platform where he coasted 
downhill, enjoying the force of gravity. 
The man who saves through endowment 
insurance can coast downhill on his pol- 
icv that he himself has carried up the hill 
of life. 


A Good Approach 


C. M. Beery, Denver, in explaining 
how social security gets the prospect to 
think in terms of income instead of face 
value, offered this approach to his fellow 
salesmen: “Last year, the United States 
government provided for you the equiva- 
lent of several thousands of dollars of 
life insurance. Would you like me to 
show you how this social security income 
will be payable to you?” 

. W. Andrews, Tacoma, said life in- 
surance is as important to securing a 
business loan as fire insurance in a prop- 
erty loan. It is used less only because 
agents have not done a very good job 
in educating the public and the bankers. 
He advised that proprietors of businesses 
should have life insurance to enable their 
employes to take over their businesses 

(CONTINUED ON PAGE 9) 
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Congressman Sees 
Federal Control of 
Insurance Losing 


Hennings Tells St. Louis 
Gathering TNEC and Con- 
gress Will Not Approve 


ST. LOUIS—Any 
eral control of insurance could not win 
either in the Temporary .Na- 
tional Economic Committee or in Con- 
Thomas C. Hennings, congress- 
man from Missouri, declared in an ad- 
dress at the breakfast meeting initiating 


proposal for fed- 
approval, 


gress, 


Accident & Health Insurance Week 
here. 
“It is my conviction,” he said, “that 


the federal government is going to con- 


tinue to be the friend and not the 
fuehrer of the insurance business in the 
United States.” 

The meeting was held under the aus- 
pices of the St. Louis Health & Acci- 
dent Underwriters, of which G. L. Dyer, 
Jr., Columbian National Life, is presi- 
dent. 


Discusses TNEC Inquiry 


Congressman Hennings touched upon 
the TNEC investigation of the life in- 
surance business in connection with a 
review of legislative and executive ac- 
tion as it has related to the insurance 
industry. He pointed out that, to a 
great extent, legislation has not been 
content merely to regulate accident in- 
surance but has actually provided the 
demand for such insurance. 

“In every instance,” he said, “govern- 
ment, through wise and disinterested 
enactments keeping pace with the social 
and technological developments as they 
have arisen, has been not a harness and 
impediment to the development of the 
insurance industry but a spur and a 
stimulus, opening up new worlds for the 
insurance business to conquer as new 
risks, brought about by social and eco- 
nomic change, have properly come 
under legal notice.” 

He stated at the bottom most of the 
great protective statutes are in essence 
mutual insurance, and recent legislation 
is not a departure from but a return to 
the healthy practices of mutual self- 
help of the early settlers. He said in 
the many perplexities of the modern 
world the individual turns to the collec- 
tive security of the willingness of his 
fellows to cooperate through the use 
of insurance to help him and each other. 


Makes Unqualified Statement 


“There has been much excited dis- 
cussion in the insurance industry during 
recent months as to whether the TNEC 
intended to recommend to this session 
of Congress legislation providing for fed- 
eral supervision of insurance or for 
some agency of the government going 
into the insurance business. I can tell 
you unreservedly that the committee 
never meant to consider recommenda- 
tions with respect to insurance and no 
member of the committee ever suggested 
that either of these policies should be 
adopted or that any recommendation of 
that character should be made. 

“I do not wish to point out, however, 
that, while the ‘Nation’s Business’ and 
other like periodicals which pretend to 
have an almost clairvoyant knowledge 
of what is going on in the congressional 
mind have alarmed and distressed thou- 
sands of people engaged in the insurance 
business with dire prophesies of a legis- 
lative witch hunt, strong arguments have 
been made by insurance companies 
themselves favoring federal jurisdiction 
over the insurance business. In the cases 


Four Score 








JOHN R. 


HARDIN 


John R. Hardin, president Mutual 
Benefit Life, celebrated his 80th birthday 
April 24. Mr. Hardin has been a director 
of the company since 1904 and president 
since 1924, 

Mr. Hardin was honored on his birth- 
day by a surprise luncheon given him at 
the home office by the officers and di- 
rectors. In addition to the congratula- 
tions and good wishes of the entire home 
office staff, Mr. Hardin received a gift 
from the officers and directors and a 
bouquet from the home office employes, 








of Paul vs. Virginia and the New York 
Life vs. Deer Lodge, Montana, both 
(CONTINUED ON PAGE 9) 


Finder System Multiplies — 
Value of D. L. B. Tax Section 


A new invention by the “Diamond 
Life Bulletins” adds greatly to the value 
of the tax section of that standard serv- 
ice. This invention is the “Finder Sys- 
tem” by which tax questions are 
answered quickly. 

This “Finder System” consists of (1) 
a complete topical cross index of the 


tax section alphabetically arranged; (2) 
a series of numbered questions and 
answers where, in a paragraph, will be 


found the immediate solution for almost 
any federal estate tax problem; (3) ref- 
erences under each answer, giving ex- 
act page numbers in the Diamond Life 
Bulletins service upon which appear the 
respective sections of the estate tax law 
or the appropriate “Treasury regula- 
tions,” as well as rulings and court de- 
cisions bearing upon the particular 
question involved. 


Answers at Finger Tips 


This “Finder System” adds immense- 
ly to the value of the Diamond Life 
Bulletins because one of the drawbacks 
to selling life insurance for business or 
tax purposes is the time required in 
preparing a specific case. The “Finder 
System” will shorten that time im- 
mensely, because with the very com- 
plete topical index the correct answer 
to practically any tax question is at the 
life salesman’s finger tips. A drawback 
to tax services is inherent in the laws. 
The provisions of the law and the de- 
cisions of the tax board and the courts 
are extremely technical. Thus any tax 
service is necessarily complicated, in it- 
self. However, the ingenuity and value 
of the “Finder System” is in indexing 
the questions, rather than the answers. 
When the question is found, the answer 
is with it, in brief, reliable form. How- 
ever, for any life salesman who feels 








payable to his wife. 
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Business and Personal 


He was in business with a partner as manufacturer's agents. In 
922 he bought $5,000 of insurance as protection for the firm. 
business grew slowly, and it was with difficulty that he met the 
financial obligations of family and business, but he kept the insur- 
ance in force with the occasional help of a policy loan. 


Nine years after issuance of the insurance the firm was discon- 
tinued and he continued the business alone. He had the policy made 
His two sons completed their college education 
and found positions for their own life’s work. 


In 1939 he died, leaving his wife to receive a monthly income of 
$23.15 for the balance of her life—from this insurance which orig- 
inally had been business protection. 
$9,000 of other insurance, there is income enough to keep secure her 
home. The two sons are married, and have only a small contribution 


This is an interesting instance of life insurance originally bought 
for business protection finally finding its way to sustaining the home. 
Life insurance sometimes begins with one purpose, the condition 
changes, but the fact of protection continues. 
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called upon to defend the answer, or 


fears he may ‘have to defend it, the 
exact authorities on the question are 
given with the answer. 

The Diamond Life Bulletins, pub- 


lished by THe NATIONAL UNDERWRITER, 
contains by far the best digest of tax 
laws available to insurance agents. 
However, for most indexes, a user needs 
a fair understanding of the tax laws and 
decisions before he can even use the 
index. Indexing the questions instead 
of the laws or rulings, and supplying 
the answers along with the questions 
makes the splendid tax service of the 
Diamond Life Bulletins available to the 
novice in program underwriting as well 
as to the expert. 


Tax Digest Is Best 


The “Finder System” for the Diamond 
Life Bulletins estate tax section was 
mailed out to subscribers this week and 
of course will be included with all new 
subscriptions. The “Finder System” 
for the federal gift tax will be mailed 
to subscribers next month, and the fol- 
lowing month, the “Finder System” for 
the federal income tax. Thus every 
office that subscribes to the salesman- 
ship section of the Diamond Life Bul- 
letins will have available, for the green- 
est agent in the office, or for the most: 
expert, an immediate and adequate 
answer for any tax question that arises 
in selling life insurance. The “Finder 
System” is not needed for the state tax 
laws, because in the Diamond Life Bul- 
letins the tax information for each state 
is found in one place and is usually 
very simple, seldom requiring more 
than a couple of pages. 





Pink, Bowles and Gough Are 
on U. S. Chamber Program 


WASHINGTON Insurance men 
will find much to interest them in tle 
forthcoming annual meeting of the 
Chamber of Commerce of the United 
States. The meeting will be held in 
Washington April 29-May 2 

State supervision of insurance will be 
discussed at a special group session the 
afternoon of May 1. At the first day’s 
general session April 29 awards will be 
presented in the annual fire and health 
contests. 

At the group session Superintendent 
Pink of New York will discuss “State 
Examinations of Insurance Companies.” 
Commissioner Bowles of Virginia will 
give “An Analysis of Insurance Ac- 
counting Practices,” and C. A. Gough, 
deputy commissioner of New Jersey, 
will tell “What the Annual Statements 
of Insurance Companies Show.” 

R. Timanus, secretary of Phila- 
delphia Contributionship, a director of 
the chamber and chairman of the insur- 
ance committee, will preside. 

Frank D. Layton, president of Na- 
tional Fire and president of the Na- 
tional Board, will present the awards to 
the winners in the fire waste contest 

L. A. Lincoln, president of Metropoli- 
tan Life, will present the awards to the 
winners in the health conservation con- 
tests. 


Five Penn Mutual Agents Guests 


Five agents of Penn Mutual were 
guests in Philadelphia of the company 
for a two days visit and were made mem- 
bers of the President’s Club. They were: 
Joseph Lovejoy, Jr., New York City, 
Osborne Bethea agency; G. E. Kelly, 
Oil City, Pa., Holgar J. Johnson agency; 
Gerrit Van Ringelesteyn, Grand Rapids, 
K. W. Conrey agency; J. C. Meehan, 
Youngstown, O., R. P. Banks agency; 
and A. C. Mulvey, Tucson, Ariz., Mel 
Fickas agency. Each of these men has 
produced more business during the first 
year with Penn Mutual than any cther 
first year man in the country for either 
volume or lives. 
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Pan-American Wins 
Important Tax Case 


The United States court of appeals 
for the fifth circuit at New Orleans, 
has handed down an opinion affirming 
the decision of the board of tax appeals 
in the Pan-Americen Life case recog- 
nizing disability reserve as a reserve re- 
quired by law entitling the company to 
deduct 334 percent on such reserves, un- 
der Sec. 203 (a) (2) of the revenue act. 
Similar cases are pending in the first 
U. S. circuit court of appeals of Bos- 
ton where Monarch Life is involved and 
in the ninth circuit, where Oregon Mu- 
tual Life is involved. The United States 
court of claims rendered a contrary de- 
cision recently in the New World Lite 
case which is now pending on an appli- 
cation for writ of review in the United 
States Supreme Court, which writ nage 
denied, but an extension of time for 
rehearing was granted pending the res 
sion of one of the circuit courts in the 
Pan-American, Oregon Mutual or Mon- 
arch Life cases. The case was argued 
by S. H. Horton, special assistant to the 
attorney-general. 

Eugene J. McGivney, vice-president 
and general counsel of Pan-American 
Life, appeared for his company. 

The court found that the provisions of 
the revenue act specifically define life 
companies to include those issuing cas- 
ualty contracts, and permit reserve 
funds required by law held by the com- 
panies to be partially deductible, and 
there is no express provision excluding 
from coverage of deduction, the statute 
was found “sufficiently ambiguous to 
give rise to reasonable doubt as to mean- 
ing which we are required to resolve in 
favor of the taxpayer.” 

The court found the nature of the 
reserve in dispute persuasive to the con- 
clusion reached in that the method of 
computation employed is wholly consist- 
ent with those of ordinary life insurance 
and annuity contract and wholly incon- 
sistent with reserves created to defray 
accrued and definite liabilities payable 
in the future. This was found the dis- 
tinguishing feature of the case and those 
relied upon by the commissioner which 
dealt with reserves for payment of ac- 
crued obligations for fixed amounts cre- 
ated by contract. The stand of the com- 
niission was found unjust, in effect de- 
claring the company under the law for 
penalties and outside the law for bene- 
hits. 

“Tt is unreasonable to beleive Congress 
would discriminate between companies 
doing the same kind of casualty busi- 
ness as the interpretation would require,” 
said the court. “When the conclusion 
we have reached is entirely in harmony 
with the theory of equalized benefits, 
our conclusion is that reserve for in- 
curred disability benefits held by the tax- 
payer was a fund required by law within 
the meaning of the statute.” 


In respect to matured ordinary life- 


policies w hich under option exercised by 
insured prior to death were payable in 
installments the court said: 

“When policies matured, the obligation 
upon insurer was to pay the total amount 
specified by installment terms. It is im- 
material that interest comprised a part 
of the indebtedness, since the statute 
permits interest to be deducted only 
when paid or acc rued on its indebtedness. 
Interest, as used in the statute, means 
the premium paid for the use of forbear- 
ance of money. Here the beneficiaries 
were the creditors to whom the insurer 
was pledged to pay fixed sums at stated 
intervals. The amount of the indebted- 
ness was fixed upon the death of the in- 
sured and the obligation to pay it was 
deferred, but the amount to be paid was 
not thereby increased. There was no 
forbearance from use, or permission to 
use, on the part of beneficiaries, because 
at no time did they have the right to 
the use or possession of the money or 
the power to contract to forbear except 
as the periodic installment payments 
became due. Upon the death of insured, 
the principal and interest were merged 
to create the indebtedness, upon which 
no interest accrued.” 


High Court Decision in Va. 
Case Doesn't Affect Life 


Life insurance people have only an 
academic interest in the much publicized 
decision this week of the United States 
Supreme Court in the case of Osborn vs. 
Ozlin. This has been a major issue in 
the fire and casualty business. The de- 
cision upholds the constitutionality of a 
Virginia statute which requires Virginia 
risks written by licensed non-resident 
brokers to be countersigned by Virginia 
resident agents who must receive the 
full commission and may remit to the 
non-resident producer not more than 50 
percent of that commission. The law 
specifically exempts life companies. The 
decision is interesting in an academic 
way as reflecting a departure from the 
theories that have come to be pretty 
well accepted. Most observers agree 
that this decision represents a departure 
from the previous holdings of the Su- 
preme Court that the right of citizens 
to contract cannot be abridged by the 
laws of any state. 





The “annual caravan” of Kansas City 
Life agents from Oklahoma is visiting 
the home office in Kansas City this week. 
Headed by L. C. Mersfelder, state man- 
ager, 30 agents ite the trip. 


Rounds Out 25 Years 








RYAN 


MEARL F. 


On completion of 25 years with the 
Old Line Life of America, Mearl F. 
Ryan, treasurer, was presented a dia- 
mond service pin by J. H. Daggett, 
vice- -president. He started as a clerk 
in 1915. After serving abroad during 
the world war he returned to the com- 
pany in Milwaukee in 1919 and took up 


actuarial work. Later he was appointed 
cashier, was named assistant treasurer 
in 1923, and treasurer in 1934. 


Drops Probe of Dismissal 
of Proxy Forging Agents 


WASHINGTON —The justice de- 
partment has announced that it is likely 
to take no action in connection with the 
dismissal of 13 Metropolitan Life agents 
who had testified at a TNEC hearing 
that they had forged proxy slips of pol- 
icy holders for the annual election. The 
justice department conducted an inves- 
tigation of charges that the civil liber- 
ties of these agents had been violated 
because of their discharge after they had 
given that testimony. The justice de- 
partment observed that it would be dif- 
ficult to substantiate charges that the 
agents were discharged because they 
had testified rather than being discharged 
because they had resorted to such tactics. 








A. & H. Service Unit in Boston 


Union Mutual Life of Maine is estab- 
lishing a special service office of its ac- 
cident department for the benefit of 
Boston producers. It will be on the 
10th floor at 80 Federal street, next to 
the offices of the life department of 
Union Mutual. 
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Iowa Association to Hear 
Zimmerman at June Rally 


SIOUX CITY, IA.—The annual con- 
vention and sales congress of the Iowa 
Association of Life Underwriters, which 
will be held at Sioux City, June 6-7, will 
be featured by the appearance of C. J. 
Zimmerman of Chicago, national presi- 
dent. 

Phil Orchard of Sioux City, conven- 
tion chairman and vice-president, an- 
nounced a tentative program for the con- 
gress which will take on a similar ap- 
pearance to the recent Davenport meet- 
ing, one of the most interesting confer- 
ences held in the state. 

The gathering has taken on the aspect 
of a tri-state affair with agents from Ne- 
braska and South Dakota joining the 
[owa delegation. The association meet- 
ing will be on June 6 and the life con- 
gress follows on June 7. The quarter- 
million dollar round table, which will be 
held for the first time, was made pos- 
sible by a resolution passed at last year’s 
convention and through the drafting of 
by-laws and the constitution at the Dav- 
enport congress. 

The congress will open with the ad- 
dress of welcome by F. H. Peterson, 
Sioux City, manager Bankers Life of Iowa 
and president of the Sioux City associa- 
tion. Mr. Peterson will introduce the 
state president, Paul Otto, Penn Mu- 
tual, Davenport, and then the master of 
ceremonies for the morning session, E. 
W. Lemonds, Equitable of Iowa, Sioux 
Falls, S, D., president of the South Da- 
kota state association. 

Principal speaker on the morning pro- 
gram will be L. M. Buckley, Provident 
Mutual, president of the Chicago associ- 
ation. A representative of the quarter- 
million dollar round table will follow on 
the program with Professor Frailey of 
Northwestern University giving his in- 
teresting discussion on letters. 

Following the luncheon, Mr. Peterson 
will introduce the afternoon master of 








ceremonies, James Rutherford, Penn 
Mutual, Des Moines, national trustee. 
The principal speaker will be Mr. Zim- 
merman. D. D. Conger, Bankers Life of 
Iowa, Ida Grove, Ia., will be next on the 
program, followed by W. W. Jaeger, 
vice-president of Bankers Life of Des 
Moines. 

The banquet will be held June 7, con- 
cluding the two-day affair. Speakers for 
the banquet have not yet been an- 
nounced. 


Two John Hancock Managers 
Retire May 1; Shifts Made 


Paul Lemmle, John Hancock Mutual 
Life manager at Albany, and Philip 
Preihs, manager at Schenectady, will 
retire May 1. J. C. Martin, formerly 
manager at Haverhill, Mass., will suc- 
ceed Mr. Lemmle at Albany, and M. E. 
Fitzgerald will go from Amsterdam, 
N. Y., where he has been manager, to 
succeed Mr. Preihs at Schenectady. 

Ohio promotions announced are: T. J. 
Marley, transferred as manager from 
Portland, Me., to Haverhill, Mass.; Har- 
old Carson, assistant manager at Paw- 
tucket, to Portland, Me., as manager, 
and John Denovel, assistant manager at 
Albany, to manager at Amsterdam, 
N. Y. 





New Production Recognition 


A new production recognition plan 
which will give special honor to agen- 
cies and individuals setting five-year rec- 
ords each month is being introduced by 
the Lincoln National Life. Each month 
the records of the ten leading agencies 
and ten leading individuals in paid pro- 
duction will be compared with the lar- 
gest volume credited to each position for 
that month in the past five years. When- 
ever one of the current leaders exceeds 
the five-year record for the month for 
his position, special acknowledgment will 
appear opposite that name in the current 
listing appearing in the agents’ mag- 
azine. 


Hears Sparkling Program 


LOS ANGELES—Winners of the es- 
say contest conducted by the Life Un- 
derwriters Association of Los Angeles 
were announced at the sales congress. 

Edward Davenport, lecturer and pub- 
licist, was the first speaker on “How to 
Win What You Want.” 

He was followed by .Henry Mosler, 
chairman Million Dollar Round Table, 
who spoke on “Insurance of Today.” He 
emphasized the social and economic serv- 
ice of insurance and that the agent 
should measure his success by the happi- 
ness and enjoyment and culture of the 
families he serves. He said the greatest 
service that insurance can render to 
philanthropy is to curtail the necessity 
for philanthropy. He declared that it is 
difficult to find any social service better- 
ments that are not helped by insurance. 


Past Selling Habits 


Leonard White, president of the San 
Francisco C. L. U., and one of the or- 
ganizers of the Quarter Million Dollar 
Round Table, followed Mr. Mosler, and 
speaking on “Post Selling Habits,” also 
criticized the practices of the insurance 
men in many ways, in a friendly spirit 
saying that the criticisms all were in the 
family. On the subject of “Post Selling 
Habits” he said their formation starts 
one second after the close of the initial 
sale, and that the salesman then should 
get out as soon as possible. He declared 
that post selling habits should be con- 
sistent, persistent and above reproach. 
He said that repeat sales center around 
the renewal commission, and result from 
good post selling habits. The policy- 
holder is the center of influence that 
handled properly with good post selling 
habits will result in more clients. 

In his criticisms he said he felt the life 
men should form quality clubs rather 
than volume clubs, that the cheers 
should go to the life man who keeps his 


business on the books and not for the 
man who writes a big case. 

_Dr. W. B. Henley, University of 
Southern California, concluded the morn- 
ing session with an inspiring address 
“Leadership and Public Relation.” 

The showing of “An American Por- 
trait” opened the afternoon session, and 
the members of the cast and the direc- 
tor were introduced. 

: Grant Taggart, California-Western 
States Life, Cowley, Wyo., talked on 
“Your Opportunity.” 

Mr. Mosler, acting as “interlocutor,” 
conducted the Million Dollar Round 
Table quiz. G. N. Beardon, John R 
Mage, Marvin Sherman, Robert Stan- 
nard, Ron Stever, participated. 

The congress closed with an address 
by M. B. Haley, treasurer of the United 
Air Lines, Chicago, on “Commercial 
Aviation, a Tool of Modern Business.” 





Westem Life Executives Honored 


Executives of the Western Life of 
Helena, Mont., were honored at a din- 
ner in Spokane, Wash., arranged by W 
H. Murgittroyd. About 30 were pres- 
ent. 

Those attending from Helena included 
R. B. Richardson, president; C. D 
Greenfield, assistant to the president: 
Merle Fuller, superintendent of agen 
cies: Lee Cannon, vice-president, and 
F. E. Young, actuary. 

Leslie Hart, newly appointed general 
agent in Spokane, spoke enthusiastically 
about prospects there. 





Social Security Man Talks 


John A. Stellern, San Francisco man- 
ager of the Social Security Board, spoke 
to the Life Agency Cashiers Associa- 
tion on the development of the social 
security act. Depression conditions, both 
social and economic, made some form of 
government aid for aged and dependent 
persons a necessity, according to Mr. 
Stellern. 
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SEC ‘Deki Shown at Rateopslitien Meeting 
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to pass in time—though I don’t know 
when. Until sound business demands 
for capital take the place of govern- 
mental deficit financing I can see no 
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were the following: The year end asset 
figure stood at $5,141,986,181, a gain for 
the year of $199,085,764, as compared 
with an asset gain in the preceding year 
Surplus is $309,717,566, 


decrease in the net cost of insurance. of $223,179,589. 

Remarking that Mr. Lincoln had been “There have been situations where at We cannot see any change until that a gain for the year of $17,326,495. Since 
“belligerently magnificent” as a TNEC the earnest solicitation of the insurance takes place.” _ $10,000,000 of this amount represents 
witness, Chairman F. H. Ecker lauded department the Metropolitan has taken Mr. Ecker pointed out that while new money released from the general volun- 

witnesses from over companies that were in difficulties security issues last year were greater tary reserve, the gain would otherwise 


the showing of all the 
the Metropolitan and said that Senator 
O’Mahoney had told Mr. Lincoln that 
he had never heard a better informed 
witness than Glenn Rogers, manager of 


—not difficulties relating to the under- 
writing features of business,” he said. 
“Here was a distinct public benefit in 
the larger company being able to take 
over without loss to its own policyhold- 


than the yearly average during the 
1920’s, only 20 percent of the 1939 
financing was for new capital, the re- 
maining 80 percent being for refunding, 
whereas during the ’20’s about 80 per- 


have been a little more than $7,000,000. 
At the end of 1938 the gain in surplus 
was $21,886,411, of which $20,000,000 
was released from general voluntary re- 
serve. 


the Metropolitan’s farm loan division, ; ; 
and that some of his testimony was ers a situation which inevitably would cent was for new financing. Insurance issued, including revivals, 
read into the congressional record from have resulted in loss to those holding additions, and group insurance _in- 


the floor of congress. ; 
Discussing the question of size, which 


policies in the company in distress.” 


No Drop in Efficiency 


Can’t Use All the Gold 


Expressing doubt as to the wisdom of 


excess of withdrawals, 
$1,998,032,098 as against 
1938. Mr. Ecker 


creases. in 
amounted to 
$2,356,888,673 tor 


was played up at the TNEC hearings, this country’s org so large a share k ; : : 
Mr. Ecker said that nothing was Size causes no lack of efficiency in of the world’s gold, Mr. Ecker warned pointed out that while the 1939 figure is 
brought out to support the claim that the administration of the Metropolitan's that we may pile up all the gold in the efinitely less than 1938, the figures are 
alleged concentration of assets was @ affairs, Mr. Ecker said, but on the con- world and other nations may then find "0t comparable because of a different 

‘i method of policy exhibits adopted for 


nenace in any way whatsoever nor was 
it shown that any monopolistic practices 
C nist. 

“Life insurance company funds are 
used with regard to public interest and 
favoring localities or sections of 
more money goes into the 
states than the re- 


as to 
the country, 


trary the economies are real. Also, he 
said, size admits of advantage to the 
full in diversification of investments, en- 
abling the company to enter more fields 
and without any proportionate increase 
in expense to have on its staff men 
trained and experienced in all fields of 


stabilization basis not 
dependent on gold. We have too much 
gold, he commented, to use in the in- 
dustrial arts “or even in filling teeth.” 

George McAneny, honorary chairman 
New York World’s Fair and a Metro- 
politan director, followed Mr. Ecker and 
touched on some aspects of the TNEC 


some monetary 


the year with respect to lapses and re- 
vivals and also the increase of industrial 
insurance being augmented by the per- 
manent increase in benefits made as of 
Jan. 1, 1939, which increased the insur- 
ance in force. There were 42,315,136 
policies in force, including group cer- 


so called borrowing state 4 © investment. Size permits the company - : 
serves on business in force in those to engage in welfare work, Mr. Ecker investigation of life insurance. tificates but excluding group master 
ree he speed oe * It said, adding that “we were not encour- Mr. Lincoln, the concluding speaker, Policies under which the certificates are 
said that it 1s probable that the growth aged to put emphasis upon these activi- announced that a motion picture had issued. — 

: Insurance in force at the year end 


ot the companies eventually will be de- 
termined by the increase in the wealth 


ties at the TNEC hear- 


in testifying 
ings.” 


been made of a playlet put on by a 
group of managers featuring five veteran 


was $23,193,749,152, a gain of $581,345,- 


558 as compared with a gain of $28,309,- 


and the income of the country as a At the banquet Mr. Ecker discussed managers now retired under the com- 
whole. the general financial and economic situ-  pany’s retirement plan. Mr. Lincoln 896 of the year before. Total premium 
Sise Held Relative ation. After mentioning some of the said Mr. Ecker had also consented to Income was $787,921,791, a gain of 
main causes of present low interest a film interview in which he sketched $16,040,419 as compared with the pre- 
Size, Mr. Ecker said, is relative and rates and some of the factors, such as the Metrypolitan’s history. Both films vious year’s gain of $5,594,785. Total 
were shown and there were prolonged income was $1,056,713,244, a gain of 


all forms of enterprises have been ac- 
celerating and expanding. 
Mr. Ecker said that the operating re- 


the war in Europe, that might be ex- 
pected to raise rates, he expressed a 
conviction that there is no basis for the 
beliefs that interest rates 


Lincoln inquired 
would like the 


when Mr. 
delegates 


cheers 
whether the 
pictures shown at regional conventions 


$29,417,105 as against $12,307,748 for the 
previous year. Figures for total income, 
premium income and the corresponding 


sults published by the TNEC have pessimistic _ ; agate : : 
shown that the large companies com- will never rise above their present level and other company meetings. gains include $9,000,000 single premium 
favorably of service. Sup- and may go even lower. L. P. Lemay, manager, Nashua, N. arising from the industrial permanent 


pete in price 
porting his statement that no monopo- 
listic practices were found to exist, he 


“Interest rates always swing up and 
down,” he observed. “This has been a 


Bs was the winner of the annual Vet- 
erans’ Club plaque. The unnouncement 
was made by Mr. Lincoln, who read the 


increase in benefits made as of Jan. 
1939. Total payments to policyholders 
were $604,825,898 as against $566,356,- 





pointed out that new companies have deeper and longer depression than any 


been formed and operated successfully, that preceded it but it doesn’t follow names of others attaining distinction. 290. . ‘ 
suffering no disadvantage through the that it is anything other than a depres- Among the figures given by Mr. In the industrial department new 
sion period, out of which we are going Ecker at the general gathering Friday business excluding additions and_ in- 


competition of the larger companies. 





ANNUAL STATEMENT 
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creases was $553,447,830 as against 
$827,549,629, the decrease, Mr. Ecker 
said, being accounted for by the several 
restrictions which were imposed on the 
1939 issue. The weekly premium busi- 
ness issued dropped from $688,000,000 
in 1938 to $406,000,000 in 1939, but the 
monthly premium industrial issue in- 
creased from $139,000,000 to $146,000,- 
000. 

“Since the special intermediate poli- 
cies being issued in 1939 took the place 
of similar business issued as monthly 
premium industrial business in 1938, it is 
interesting to note that there was $56,- 
000,000 of special intermediate monthly 
debit business issued in 1939,’ Mr. 
Ecker commented. 

Insurance in force in the industrial 
department at the end of the year was 
$7,515,140,345, a drop of $35,176,410, a 
decrease which would have been $19,- 
500,000 more if it had not been for the 
permanent increase in industrial bene- 
fits previously referred to, Mr. Ecker 
remarked. Industrial premium income 
including single premiums to purchase 
paid-up additions was $339,556,483 and 
total payments to policyholders in the 
industrial department were $273,722,244 
as against $260,990,746 for 1938. 


Ordinary Department Figures 


Ordinary and intermediate new insur- 
ance paid for aggregated, exclusive of 
revivals, additions, and increases. $954,- 
342,626 as against $873,635,764. Policies 
in force increased from 7,078,489 to 
7,281,538. The gain in insurance in 
force in this department was $339,668,- 
213 as against $155,570,901 the previous 
vear. Premium income, excluding 
single premiums for paid-up additions 
and annuities, was $338,584,697 as 
against $334,183,324. Total payments to 
policyholders in this department were 
$265,542,926 as against $241,946,643. 

New group life business was $135,- 
529,991 as against $102,153,702. Insur- 
ance issued, revived and increased was 
$959,249,195 as against $871,414,644. In- 
surance in force was $3,782,679,464. a 
gain of $276,853,755 as compared with 
a loss in the preceding year of $166.- 
039,803. The 1939 group life premium 
income was in excess of $42,000,000. 


Group Annuity Production 


The first year premium income on 
group annuities for 1939 was smaller 
than for each of the two preceding 
years, largely because many policyhold- 
ers had reduced their payments to take 
into consideration benefits supplied 
through social security but the total pre- 
mium from this source, more than $40,- 
000,000 was greater than for any of the 
preceding three years. 

Group hospitalization contracts, as 
well as group surgical contracts, are 
proving very popular now Mr. Ecker 
said. The company now has more than 
400 such contracts in force. There are 
410,000 lives covered under group hos- 
pitalization contracts and 312,000 under 
surgical contracts. Total assets of the 
group division are now $409,000,000, an 
increase of about $40,000,000 over the 
preceding year. 


Accident-Health Premiums 


The accident and health division had 
a premium income of $5,587,465, an in- 
crease of $191,047, as compared with a 
premium decrease of $258,895 at the 
close of 1938. 

The Metropolitan’s bond and stock 
portfolio showed a market value of $46,- 
579,738 in excess of the value at which 
these securities are carried on the books. 
The corresponding figure for 1938 was 
$18,133,000. 

“Tn applying these market valuations, 
bonds in the amount of $673,000,000 pur- 
chased directly from issuers were al- 
lowed a market value of cost only,” said 
Mr. Ecker. “We estimate that such 
Privately purchased holdings would, if 
given market quotations, comparable to 
other quoted issues of equal security. 
have had an aggregate market value of 
at least $22,000,000 higher than the 
values at which carried in our assets. 
Last year such estimated excess was 
714,000,000.” 

On the bond and stock portfolio the 


SEC Report to TNEC 
May Be Ready for 
Release by June | 


WASHINGTON—The Securities & 
Exchange Commission’s report to the 
TNE C on the life insurance investiga- 
tion is nearing completion and may be 
ready to be ‘made public as early as 
June 1. What recommendations, if 
any, the SEC will make were not dis- 
closed but the material undoubtedly will 
be presented in such form as to indicate 
what changes should be made through 
voluntary company action or perhaps 
through legislation. 


To Report After Election 


The report of the TNEC itself will 
not be made until after the fall elections. 

The SEC expects to make public 
somewhat earlier, perhaps within a few 
weeks, the report on industrial policy- 
holders in four city blocks in Boston 
made with the aid of a contingent of 
WPA workers. The survey included 
some 2,000 families. The report will 
cover the families’ incomes, amounts of 
industrial insurance premiums, advice 
they received from agents on their in- 
surance and how far these families took 
advantage of savings bank life insur- 
ance. 


company had an average net yield of 
3.40 percent as compared with 3.53 per- 
cent in 1938. On bonds alone, having a 
total book value of $2,969,283,955 the 
vield was 3.355 percent as against 3.49 
percent. Excluding the $948,082,869 of 

J. S. government bonds, the average 
yield on all bonds and stocks was 3.88 
percent as against 4.01 percent. Stocks, 
mainly preferred, yielded 4.97 percent 
on a total of $82,655,288 as against an 
average yield of 4.83 for 1938. 

The Metropolitan invested $53,177,121 
in city mortgages at an average rate of 
4.339 percent but because of payments 
of and on account of principal, mort- 
eages, and foreclosures, the total city 
mortgage portfolio, including foreclosed 
mortgages subject to redemption, was 
reduced to $876,767,662, this figure cov- 
ering about 58,500 properties. The av- 
erage rate earned on outstanding city 
mortgages during 1939 was 4.45. City 
real estate disposed of during the year 
amounted to $13,613,898 on which there 
was a net profit over book value of 
$860,174. 


City Real Estate Sales 


The company has outstanding con- 
tracts for sale of city real estate on 
which the original sales price was $61,- 
148,681 and on which it received on ac- 
count of principal $13,527,101, leaving an 
unpaid balance of $47,621,580 which is 
carried at a book value of $40,778,702, 
leaving a — profit over book 
value ‘of $6,842, 

The seat il made 1,759 new 
farm mortgages in 1939 for a total of 
$11,489,357. Purchase money mortgages 
and renewals accounted for an addition- 
al $6,259,315. The average rate on the 
total was 4.50 percent. Loans in force 
at the year end, including foreclosures 
subject to redemption, totaled $76,890,- 
988, the average rate of interest earned 
during 1939 (including accruals paid in 
1939) was 4.94 percent while the average 
running rate as of Dec. 31, 1939 was 
4.733 percent. 


Profit on Farm Sales 


The company made a $373,377 profit 
on the sale of 730 farms at an agegre- 
gate sales price of $6,516,667. It has 
1,761 contracts of sale outstanding on 
which the unrealized profit is $2,055,- 
840 above the $10,166,660 book value. 

The Metropolitan’s income for the 
vear on all ledger assets, disregarding 
investment expense, was 4.42 percent as 
against 4.48 percent for the previous 
vear. After deducting investment ex- 
pense, including taxes, the rate was 3.59 
percent as against 3.57 percent. 








Shucks! 


‘twasn't nothing... 


At the Southern Round Table 
of the Life Advertisers Associ- 
ation held in New Orleans April 
11-12, the advertising and sales 
promotion material of this Com- 
pany was awarded the Sweep- 
stakes Cup emblematic of the 


grand championship. 


We appreciate the honor, of 
course . But we just want to 
say that even the best is none too 
good for that fine organization of 
3,500 Shield Men who are doing 


such a great job in the field. 


So... We'll just try that much 


harder in the future. 
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Seniane Taft Says Ne ew Deal Hostile 


(CONTINUED FROM PAGE 1) 





government deficits, but the payroll 
taxes go that way 100 percent. 

“As a matter of fact, the old age reserve 
plan is no substitute for insurance. It ought 
to be recognized as an old age pension 
plan. I don't believe a whole nation 
can set up a real reserye except perhaps 
for a year ahead. We might as well 
recognize that the only people who can 
support those who live without working 
are the people who are working at or 
about the same time. A reserve only 
provides a fund, regardless of safe- 
guards, constantly at the mercy of poli- 
ticians who wish to spend it. 


Appeals to Curb Government 


“We might as well pay old age pen- 
sions without requiring contributions, 
and pay them as we go out of current 
taxation. But let’s keep the govern- 
ment out of the insurance business. It 
does not promote thrift, and it provides 
no funds for investment in needed en- 
terprise. 

“In the third place, life insurance has 
been subjected to attack on the theory 
that it concentrates excessive power in 
a few people who use it for their own 
advantage. Fortunately, the revelations 
produced by the SEC before the Tem- 
porary National Economic Committee 
have failed to prove that any real dan- 
ger exists. They have shown compa- 
nies carefully and honestly managed for 
the benefit of the policyholders; they 
have shown a service which no govern- 
ment can give. 

Major Premise Fallacious 

“The agency system has been at- 
tacked as being too expensive for the 
policyholders. The government, it is 
said, would have had no such expense. 
But the government would never have 
increased the volume of life insurance 
as it has been increased; the government 
would never have produced real savings 
at the rate of $1,500,000,000 a year dur- 
ing the depression. 

“Reading the hearings before the 
Temporary National Economic Commit- 
tee one cannot help feeling that the in- 
siders would like to destroy the system 
of life insurance by private companies, 
or subject it to such complete detailed 
control by the government that it would 
be operated practically by government 
officials. 

“We are now considering 
banking and currency committee 
to regulate investment trusts. Some re- 
gard it as a preview of what the in- 
surance companies are to receive from 
the SEC. It overrides all questions of 
interstate commerce and state control. 
It requires a license for all directors 
and officers. It prescribes detailed rules 
of action and gives the SEC power to 
make still more detailed regulation. It 
forces capital structures to be changed, 
and leaves wide discretion to the SEC 
to say what dividends shall be paid. 
Elaborate provisions aim at the re- 
moval of directors who might conceiv- 
ably have some interest which might 
conceivably be conflicting. 

“If this bill is passed it is an excel- 
lent precedent for federal regulation of 
insurance companies. The abuses in 
your industry are not as bad as those 
in investment trusts. You are already 
subject to state regulations as most in- 
vestment trusts are not, but these are 
minor differences to those who yearn to 
extend federal power. 

“The idea that excessive power ex- 
ists in the directors and officers of these 
companies seems a mere excuse for 
transferring that power to the govern- 
ment. The vision of a few men sitting 
around a table in New York, determin- 
ing the economic course of this country, 
has always seemed ridiculous to me. 
They would have no effective means of 
putting their conclusions into force if 
they ever attempted to reach such con- 
clusions. The government with all its 
power found under the NRA, and since 
the NRA, that it is almost an impos- 


before the 
a bill 


sible task for any man or group of men 
to direct the lives and daily transactions 
of millions of men and women in a tre- 
mendous nation like the United States. 
The idea that a few men can do it with 
no government behind them is fantastic. 

“There is, however, a real danger in 
the concentration of economic power. 
But it is not the danger of concentrat- 
ing that power in the directors of life 
insurance companies; it is the danger of 
the concentration of all economic power 
in a few government officials. Such con- 
centration is just as likely to be used 
for selfish purposes; it is more likely to 
be used for political purposes; it is less 
likely to be used for the benefit ot the 
policyholders. 

“The truth is that the motive power 
behind the attack on life insurance com- 
panies is supplied by those who wish 
to change the whole American system 
of individual enterprise. Life insurance, 
advertising and salesmanship are criti- 
cised because they provide the present 
system with life and growth, and make 
it succeed. 


Agency System Justified 


“The American 
typical example. 
individual self-reliance 


agency system is a 
It has sold thrift and 
to the people of 


the United States against every force 
that was operating through the midst 
of the depression. It has contributed 


to our standard of living just the way 
the automobile, electrical appliances, ra- 
dio and other modern inventions have 
contributed to our standard of living 
and our increased national wealth. 
These are present satisfactions. People 
see them and want them, and yet there 
would not be many sold and these in- 
dustries would not have developed as 
they have except for advertising and 
salesmen. 

“Of course salesmanship is even more 
essential in the case of life insurance. 
No matter that its principles are hu- 
manitarian, and that application of these 
principles produces great good for the 
individual and for the community. It is 
harder to persuade a man to forego 
some present enjoyment than it is to 
sell him the means of enjoying himself. 
People save because the advantage of 
saving is pointed out to them and sold 
to them bv the life insurance agents. 
The spendthrift philosophy has met lit- 
tle organized resistance during the de- 
pression except from the life insurance 
agents. 

“We owe a debt of gratitude therefore 
to the agents for their work. The agency 
system is worth the money that it costs. 
Present attacks on life insurance are 
likely to become less violent. But I can 
still advise you to keep a close watch 
on Washington. Your policyholders 
need protection from government regu- 
lations. They need protection from in- 
flation of the currency which would de- 
stroy their life’s savings. You will find 
many more friends in Congress than 
there were two years ago and you will 
find those friends more active. 

“Life insurance is an inspiration to 
democratic government. So long as the 
people insist on its continuation, so long 
as they are willing to put aside present 
satisfaction for the future welfare of 
their family, we can look forward with 
confidence to a country which will grow. 
So long as the industry stands on its 
own feet, does a good job, we can know 
that it will not degenerate into a bureau 
of the government. So long as the dead 
hand of bureaucracy leaves some inde- 
pendence and elasticity to the life insur- 
ance companies, life insurance. will re- 
main one of the greatest of American 
institutions.” 


Manager Fett Is Honored 


Harold J. Fett, manager Newark 
branch office Mutual Life of New York, 
was tendered a surprise luncheon by 
members of his agency force, on his 47th 
birthday. He was presented more than 
$100,000 in applications. 


Stays Suits in New York 
Against Mass. Accident 


Commissioner Harrington of Massa- 
chusetts, as receiver for Massachusetts 
Accident, has been granted a stay of all 
suits against the company in New York 
state while it is in the process of reha- 
bilitation. The decision came from the 
court of appeals of New York, the high- 
est tribunal of that state, in a reversal 
of the lower courts. The particular case 
involved was that brought by Jacob 
Rosen of the Bronx for disability bene- 
fits under a policy issued by Massachu- 
setts Accident. 

Attorneys for Mr. Harrington argued 
that if the protection sought were not 
given Massachusetts Accident in New 
York and other reciprocal states,’ the 
orderly procedure of rehabilitation would 
be seriously impaired and the assets 
would not be equally and uniformly con- 
served in all states, nor would claimants 
receive equal and uniform treatment. 

The appellate division of the supreme 
court, in holding for the plaintiff, went 
on the theory that since Massachusetts 
hag eg has not been writing insurance 
in New York since 1934 it was not en- 
titled to the benefits of the New York 
law in preventing the bringing of suits 
against an insurer in a reciprocal state, 
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How do we best get him started? 

Office training? What type instruction? 

in training? 

When is the new agent ready for field work? 

Joint field work? How and when? 

What prospecting plan is dependable? 

Are set soles talks practical? 

What form of work and time sheets should be used? 


Whot is best "'yardstick’’ of progress? 


ceed with. Guarantee Mutual 


week round-table, truly ‘mutual,’ 
of conference 


“Forward in Forty” really means 
something with us. 


A. B. Olson, Agency Vice-President 
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LET'S TALK ABOUT: ==» Jf, 


How much of the General Agent's time should be spent 


New agents have a better chance to suc- 
because 
problems raised by the questions above 
are threshed out at our unique GENERAL 
AGENT'S CONFERENCE. This 1s a two- 
style. 


GUARANTEE MUTUAL LIFE COMPANY 


NEBRASKA 
ORGANIZED 1901 ' 


without the 
insurer. Attorneys for 
Mr. MHarrington argued that while 
Massachusetts Accident had not been 
writing new business it did have an 
office in New York and was carrying 
on sufficient business to come within the 
meaning of the New York law. 

The court of appeals declared that or- 
derly liquidation was the objective of 
the New York law in question and that 
the statute should be liberally construed 
so as to attain the purpose of the en- 
actment. The court of appeals pointed 
out that Massachusetts Accident did ob- 
tain licenses from New York to have 
agents in the state for the collection of 
renewal premiums. It has employes in 
New York and has filed income tax re- 
ports in New York 


E. W. Baker Properly Placed 


E. W. Baker, who participated in the 
activities at the meeting of the National 
Association of Life Underwriters at At- 
lanta, was erroneously identified in THe 
NATIONAL UNDERWRITER as being district 
manager for Prudential. Mr. Baker is 
one of the best known men in organi- 
zation work in the country and he is, of 
course, the esteemed district manager 
for John Hancock Mutual Life in 
Louisville. He has never represented 


involved in rehabilitation, 


consent of the 


any company other than John Hancock. 


MUST SUCCEED" 


View 
Augent 





Ask our General Agents 
about the value of our 
GENERAL AGENT’S 
CONFERENCE, Itisa 
part of the “Builders of 
Men” agency plan. 





Continuance plan provides monthly payments foe life ta aul agent beginging 


at age 65 





Ask about it! 
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Federal Control “a 7 
Insurance Losing 


(CONTINUED FROM PAGE 3) 


cases were brought by insurance compa- 
nies which entered the courts for the 
purpose of trying to prove that insurance 
is a national business ond should not be 
regulated by the state. 

“In the Deer Lodge case, the New 
York Life was at great pains to point 
out that the business of insurance was 
so national in scope, so interstate in 
character that it should be relieved of 
state taxation and regulation. This is 
simply another instance where a small 
minority of a huge business, restive un- 
der state taxation and regulation, was 
perfectly willing to embrace the alter- 
native of federal jurisdiction while the 
great majority of the business was su- 
premely content with the status quo and 
viewed with the greatest misgivings and 
disapproval any change so sweeping in 
character. 

“My deepest conviction is that the so- 
lution of the nation’s economic troubles 
does not lie along the road of the further 
expansion of government activity or 
competition by government with private 
industry. My conviction is that the best 
service we can render to the people of 
the United States is to stimulate private 
enterprise to the utmost.” 

The meeting was attended by about 
250 insurance men and women. Others 
who spoke briefly were: Chairman Dyer, 
T, N. Dysart, president St. Louis Cham- 
ber of Commerce; Louis McKeown, as- 
sociate city counsellor, and William 
Magoon, district manager Metropolitan 
Life, who has been selected to suc- 
ceed Mr. Dyer as president. 








Western Agents Hold Sales 
Meeting at Del Monte 
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at their own death, and to enable their 
families to secure good, reasonable prices 
for businesses. Partnerships are most 
vulnerable for business insurance ap- 
peals because the laws of every state in 
the union prescribe that the business 
must be immediately liquidated at the 
death of a partner. In closed corpora- 
tions, the voting control is the essentially 
important factor, and with business in- 
surance it can be made possible for the 
largest stockholder to see that his family 
interests are protected and that the vot- 
ing control goes to those who are likely 
to be responsible for the success of the 
business. 


Agent Is Own Competition 


E. M. Bechtel, agency assistant, 
warned that the agent’s principal com- 
petition is with his past achievements. 
In setting a standard for his own prog- 
ress, he should not compare himself with 
others, or set for his standard the pro- 
duction figures of others. Instead he 
should compare himself today with his 
record a year ago and envision himself 
as the man he intends to be. 

W. T. Baldwin, Bakersfield, Cal., 
pointed out that being well known in 
civic affairs was rot enough, but it is 
absolutely necessary to be well known 
as a responsible life insurance man. “I 
send 100 blotters a month to my best 
prospects and see that they all get calen- 
dars and other types of personal adver- 
tising,” he said. 

W. K. Wise, vice-president, warned 
that there were two danger signals in 
planning life insurance options in con- 
nection with social security. Social se- 
curity benefits are not guaranteed, espe- 
cially if children die before the age of 
18, and one has to retire to get the 
retirement benefits. For these reasons, 
optional arrangements of life insurance 
should not be too inelastic if the best 
interests of policyholders and _ bene- 
ficiaries are to be served. 

.C. S. Davis, editor of publications, said 
that prospecting goes further than meet- 


ing people. Prestige, maintaining that 
prestige along with properly arranged 
advertising, can help in selling. 

. A. Farrington, agency assistant, 
urged that the Boy Scout motto, “Be 
Prepared,” be employed by the life insur- 
ance man. He must not only be pre- 
pared to work hard and to know his busi- 
ness, but to meet people, deserve their 
confidence and develop sound and tactful 
technique of salesmanshop. 


Knowledge of Business Necessary 


Stanley Peterson, Seattle, warned that 
building good will and prestige are im- 
portant for the new man, but he has to 
learn his business inside and out before 
he can successfully build either. 

D. F. Clark, Portland, Ore., outlined 
programming as an evolutionarv process. 
The essentials are a knowledge of the 
business, a sales talk that is effective, 
and prestige with the right type of pros- 
pect. The technique will come only 
from experience. 

L. P. Hendricks, Los Angeles, said: 
“T hold no brief for getting ‘sobby,’ but 
the proper use of emotion will put dollars 
in your pocket.” 


S. D. State Program Announced 


The annual meeting of the South Da- 
kota State Association of Life Under- 
writers will be held in Sioux Falls, May 


14-15. Following a luncheon to be 
attended by the entire group, C. J. Zim- 
merman of Chicago, president of the 
National association, will give a talk. 
Other speakers include Howard S. Hat- 
field, general agent for Massachusetts 
Mutual Life at Sioux City, Ia., who will 
discuss the American College. There 
will be a meeting of general agents and 
managers with Mr. Zimmerman in charge, 
and there will be a recording of the talk 
of Charles T. Davies of Wyomissing, Pa., 
on “Why I Bought Life Insurance.” 
Mr. Zimmerman will be feted at a dinner 
at the Minnehaha Country Club. 

During the second day Earl W. Le- 
monds, Equitable Life of Iowa, Sioux 
Falls, will give a report on the Atlanta 
mid-year meeting of the National asso- 
ciation. There will be a panel discussion 
of local association problems and then 
will come the business session and elec- 
tion of officers of the state association. 
Policyholders Life of Sioux Falls will 
give a luncheon for the group that day. 





Tax on Securities Upheld 
FRANKFORT, KY.—The Sun Life 
of Canada was held liable to the state 
for approximately $120,000 in delinquent 
taxes by County Judge Hamilton. He 
held that the company’s deposit of ap- 
proximately $1,500,000 of securities in 
the state for its Kentucky-held policies 


had acquired a “business situs” in Ken- 
tucky and “should be treated as all other 
property in the state.” 

The company contended that the state 
law prohibited, during the period for 
which the taxes on the deposit were 
sought, the collection of a tax on intan- 
gible property “whose beneficial owner 
resides without the state.” 

Leo T. Wolford, Sun counsel in 
Louisville, said both sides hadi contem- 
plated taking the case to the court of 
appeals for final settlement, and that 
first appeal would be taken to Franklin 
circuit court. 





Oakland Agency Honored 


About 150 attended the banquet ten- 
dered the Oakland, Cal., agency of the 
Pacific Mutual Life in recognition of 
its outstanding achievement in the west- 
ern zone in 1939. 

In attendance from the home office 
were President A. N. Kemp, D. C. Mac- 
Ewen, vice-president, and Fritz Ker- 
man, advertising department manager. 
Other speakers were Dr. C. A. Dukes, 
medical examiner for that territory and 
president of the California Medical As- 
sociation; G. M. Allen, leading agency 
producer in 1939, and L. G. Campbell, 
the company’s No. 1 personal producer 
nationally. 
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During 1939, the Pilot Life, under President Green's 
effective leadership, advanced its insurance in force, 
assets, gain in assets and premium and investment 
income to new all-time highs. 


As a testimonial of their appreciation for President 
Green’s inspiring leadership, the Pilot representatives 
produced in his honor during March—his birthmonth 
—the largest volume of business in the Company's 
history. The production was $3,015,445—the Com- 
pany’s first three million dollar month. 


The Pilot's volume of deliveries and increase in insur- 


ance in force during the first quarter of 1940 are sub- 
stantially ahead of the same period for 1939. 


PILOT LIFE , 
INSURANCE COMPANY 


Emry C. Green, President 


Greensboro, North Carolina 
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seeing to it that the agent made a living 
income and where this was hopeless that 
he left the business.” 

“No agency staff 
with a poor morale,” 
The actuating spirit of 
hands in giving, places 
proper position to receive. He com- 
mended the high tone of institutional 
advertising that is now being used by 
life insurance companies. He urged that 
agents be equipped to give factual infor- 
mation on what life insurance will ac- 
complish. “It is only through life insur- 
ance that you can create today an estate 
that did not exist yesterday,” he said. 
“This can be done by no other plan.” 
And this is true of life insurance as a 
provision for federal and state inheri- 
tance taxes. The public must be made 
to understand and realize these things. 
“Life insurance is timely and sound be- 
cause it fits in present day programs. 

“Sell the ‘destination’ represented in a 
life insurance policy,’ he advised. “I 
would rather sell the steak than the 
sizzle. Such selling takes the sales out 
of the twister.’ The public is demand- 
ing better trained agents. He cited statis- 
tics showing the downward trend of the 
actual number of producing agents and 
an increase in broker representation. 

Mr. Schwemm believes there will be 
less artificial stimulation of agency effort 
in the future through the use of prizes, 
turkeys and brief cases and pep talks. 
“We are going to see more use made of 
planagraphs,” he said. “The public is 
hungry for this kind of selling. Better 
sold now will be better sold in the future. 
The market for idea selling is unlimited. 
Give me the working life insurance sales- 
men. I believe agency systems are nec- 
essary. The agent must make a living, 
so we must pitch in to help him make a 
living. Ours is a greater responsibility 
today than ever before, to provide the 
public with more competent agents.” 


can be successful 
Mr. Schwemm said. 
extending the 
them in the 


Davis, general agent Massa- 
chusetts Mutual, Atlanta, speaking on 
“The General Agent as a Salesman,” 


said: “We have been too taken up with 
TNEC and other disturbing factors. I 
want to be let alone, I want to get to 


work. If we’re going to have to have 
fewer men, we've got to have trained 
men. There is really very little differ- 


ence between a mediocre and a super- 
salesman. It is like the slight twist of 
the wrist in driving a golf ball which 
means that it may develop a slice or 
go true down the fairway. 

“When we have a feeling of apology 
in our system, there is something wrong 
with us,” he said. Important points to be 
impressed upon agents as bearing on 
their success he cited as personal appear- 


ance, our ability to read human nature, 
to know when a man says “no” that he 
doesn’t mean it, a lot merely say no 


for sake of sales resistance. 

He believes in letting the prospect talk. 
“To be a good listener,” he said, “is 
just as important as to be a good talker. 
Don’t interrupt and object.” It is im- 
portant to study each case before the 
interview so that no points to be made 
will be overlooked. If a prospect says 
he is very busy and is willing to give 
you only five minutes it is wise to thank 
him and withdraw, saying, “I’ll be back.” 
Study the “facial expression” of a pros- 
pect so that, when he shows proper 
interest, one knows it is time to get busy 
with the application and let the rest of 
the sales talk go. 


Practice Sales Talk Out Loud 


To illustrate the folly of wasting time 
on a prospect who is being over-solicited, 
he told of seeing six dogs fighting over 
one bone and then seeing another dog 
just around the corner enjoying alone a 
large juicy bone without competition. 

He recommended practicing sales talks 
out loud, “so you can know 
sounds and before a mirror if possible. 
If you will try it even once you can im- 
prove your sales talk.” 

Rather than the usual visual selling 


how it. 


and graph plans, Mr. Davis said that he 
always uses a piece of paper and de- 
velops a picture of his program with a 
pencil. He believes in imaginative sell- 
ing. ‘We're living in an age of dynamic 
salesmanship,” he declared. The large 
bank deposits of idle money are a chal- 
lenge to life insurance salesmen to show 
the owners a form of safe investment 
with good returns and safe security for 
principal. 

Mr. Davis uses motivating stories 
upon his prospects, taken from actual 
cases as shown, in the cards recording 
the business written through his office 
and he demonstrated the use of several 
of these fitted to the peculiar needs of 
several different types of prospects. 


ANSWERS QUESTIONS 


Answering questions after finishing his 
talk, Mr. Davis says he goes on calls 
with his agents, but not often enough 
with an individual to impair his self- 
reliance. When money is loaned to an 
agent the time of repayment is strictly 
stipulated. New agents who give prom- 
ise of permanence and profitable produc- 
tion may be financed if circumstances 
justify. “Look at facts,” he advised. 
“Financing new men is a gamble at 
best—but be a good gambler.” 

H. E. Nyhart, Connecticut General, 
program chairman, presided at the lunch- 
eon session, which was addressed by Dr. 
P. H. Rohrer, Chicago, clinical psychol- 
ogist, who has worked for many years 
with life insurance agencies and agents in 
a consultive capacity. A student of or- 
ganizations at close range, he aids the 
management to improve staff morale. 
Having as his topic, “Simplifying the 
General Agent and His Problem,” he 
frankly told of common faults in agency 
management, based on his observation. 

“W henever you find a piece of artistic 
work going on in human relations you 
will find that the secret lies in a person 
or group of persons,” he said. As result 
of his frequent contacts with life insur- 
ance agents and managers he said, “I'll 
stack them up against any industry. The 
general agent has a broad job, ranging 
from a loan agent to father confessor.” 


Keep Edge of Knife Sharp 








They are continually the focus of ideas 
—from home office, meetings and other 
cources, all contributing a mass of ideas. 
“Some try all, some a few and some 
none,” he said. “I’m collecting facts on 
agents and general agents—so are three 
club players, some have a whole set of 
Bobby Jones clubs, some are fat, some 
short, some bald—all kinds. When you 
find a growing agency you will find some 
things common to such a situation.” He 


_traced the life history of a general agent 


as passing from the first stage of eager- 
ness and enthusiasm with a growing fam- 
ily to raise and educate, then a bulging 
waist line and fat growing up the neck. 
He comes to be like a knife that is dulled. 
For continued success there must be 
continuous sharpening with a growing 
edge. “When the edge gets dulled you 
need an overhaul job,” he said. When 
a general agent proudly tells him that 
he is ninth on the company list, Dr. 
Rohrer said he asks him what the first 
man did. If ice is forming on the wings 
of the general agency it is due for a 
crack-up, he declared. 


Put Each Agent on Schedule 


“The job of being a general agent is 
wearing and tearing,” he said. “I marvel 
they spend so little time with themselves. 
Keep a growing sharp edge. Keep your- 
self believing it can be done. Contami- 
nate your agents with enthusiasm. Take 
time out to get yourself in shape and 
organized. Too many are driving with 
ice on the windshield with just a spot 
here and there through which they try 
to keep an eye on the road.” 

He described some general agents as 


being unwelcome to face facts and elimi- 
nate unproductive agents from their staff. 
He said this is no kindness to the agent 
and means a lot of wasted effort on 
the part of the general agent. He said 
that he frequently finds it a very difficult 
task to hold his general agent, client to 
a program of staff reorganization. The 
urge to refuse to take an unpleasant 
course of discipline he described as the 
“twilight zone” which may mean success 
or failure for the general agent. “Put 
each man on a schedule that he agrees 
upon and then stick doggedly to it,” he 
said in closing. 

G. D. Randolph, general agent New 
England Mutual Life, Cincinnati, opened 
the afternoon session with a talk on “The 
General Agent as a Business Man.” He 
had distributed several sheets on which 
were shown records of several depart- 
ments of general agency operation. One 
was a summary of reported new business, 
showing facts about the production of a 
selected agent for one month and the 
year to date, giving such items as num- 
ber of policies paid for, amount of in- 
surance, average policy, collection fre- 
quency, average premium per policy and 
per $1,000 and average premium per 
collection; policies not taken, declina- 
tions, surrenders, lapses and the agent’s 
income against his alloted budget. 

Another sheet showed a new business 


summary, with amounts, premium, aver- 
age policy, collection frequency and 
average premium per policy, $1,000 and 
collection frequency. 

Also shown was a sheet outlining 
profit and loss for one month and the 
year and increases and decreases, with a 
footing showing agency profit. 

The fourth sheet set forth cash trans- 
actions—receipts and income for a speci- 
fied month, and assets and liabilities. 

With these exhibits, Mr. Reynolds was 
able to discuss the profitable business 
and that on which loss was shown. He 
said that the work of keeping up these 
sheets took about fifteen minutes a day 
of one clerk and from them a summary 
is made at the end of the month. 


RURAL TECHNIQUE 


R. E. Habermann, associate manager 
White & Odell agency, Northwestern 
National Life, Minneapolis, spoke on 
“The General Agent as an Executive.” 
Mr. Habermann handles the outside ter- 
ritory of the agency, covering most of 
the state of Minnesota. Although he had 
been a city producer until 1936 in that 
year President O. J. Arnold of the com- 
pany sold him on the idea of taking over 
the rural district business of the com- 
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THE FRANKLIN | 


ANNOUNCES 


NEW ANNUAL DIVIDEND 


PARTICIPATING POLICIES 


As its first major advancement toward | 
modernization, The Franklin is proud to 
announce the issuance of a complete line | 
of annual dividend policy forms. These | 
liberal policy contracts, which will pay 
the policyholder annual dividends be- 
ginning with the first year of ownership, | 

increase the extent of 
Franklin activities in the 18 states of its | 


The Franklin, therefore, moves forward 
into the field popularized by the majority 
of insurance buyers. 
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Over $177,500 ,000.00 Insurance in Force 
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few representatives as a starter. 

“We're all set working on a plan,” he 
said. “We all have a plan—general 
agents, supervisors and producers.” <A 
definite objective is set up. “We know 
we must get so much business.” New 
men are continually being brought into 
production to replace those that are 
going out on account of age. In re- 
cruiting new men, some 200 to 400 let- 
ters are sent to that locality seeking 
“nominees.” As an example he cited the 
recent experience in Duluth. Two hun- 
dred letters were sent out, 32 replies 
were received and two men were em- 
ployed, giving up positions to make the 
change. We pay for every man that is 
recommended and brought in. If enough 
replies are not received through the first 
letter a second is used. 





CONTACTS PROSPECT 


After the preliminaries are completed, 
Mr. Habermann goes to the town that 
has been selected. At once he gets in 
touch with the “nominators” and dis- 
cusses each of the names submitted, thus 
eliminating some from further considera- 
tion. After he gets his list of pros- 
pective agents complete he goes to the 
hotel and calls them up setting times 
for interviews, which are mostly held at 
night, not to disturb the prospect at his 
place of employment. 

The prospect is asked if he has life 
insurance, whether he has ever thought 
of going into the business of selling life 
insurance, whether he is satisfied with 
his present employment. “We never take 
a man unless we feel way down deep 
he is going to make good,’ Mr. Haber- 
mann said. The interview is not pro- 
longed to the tiring point, but simply 
is extended enough to make sure the 
man is interested. He is then given a 
book on selling life insurance to read. 
It it is found upon the second interview 
that the man has not been interested 
enough to read the book, no more time is 
wasted on him. 

If he is still a promising prospect at 
the second interview, it will be known 
that there are at least six questions in 
his mind and these are taken up and 
answered. (1) “Why should I go into 
the life insurance business; is it good for 
me?” (2) “What is my market?” (3) 
“How do I sell them?” (4) “How much 
can I make?” (5) “Why should I go 
with your company?” (6) “Why should 


>) 


I go with you: 





Wife’s Consent Essential 


At the third interview the prospect’s 
home is visited and the wife is inter- 
viewed. It is essential that she under- 
stand the whole proposition and be 
acquiescent. If her wholehearted sup- 
port is not obtained the deal is off.. “We 
know she’s 50 percent of the proposi- 
tion,” Mr. Habermann said. “We must 
get her consent or we're licked from the 
start.” 

He described the company’s school for 
training agents, held three times a year 
at the home office. The supervisors are 
kept fully advised as to new men inter- 
viewed and progress made so that they 
can take on at any point where Mr. 
Habermann may stop. 

He described how provision is made 
to keep a “hot list” of prospects for 
agents to work upon, with other mate- 
rial which the agent carries with him in 
his car. “When a man sends in a re- 
port he gets a letter,’ Mr. Habermann 
said. “I write a personal letter to every 
man every week. When we go out we 
know what we should be doing. We have 
a conterence and contact sheet, which 
shows how often you have called on 
Producers in the field.” He said that 
faith in the company and the business is 
consistently stimulated. ‘We “all have 
fear to contend with,” he said. To com- 
bat let downs he said that men in this 
business must keep in condition, have 
Proper diet, proper rest, relaxation, must 
have) exercise. Without these things a 
man can’t make it. This Mr. Habermann 
satd he knew from experience as a foot- 


New Manager for 
Canada Life in New York 








H. F. UNDERWOOD 


H. F. Underwood, who has just been 
named manager in-New York City for 
Canada Life, has been with that com- 
pany since 1937. He is now United 
States vice-president of the Canada Life 
Quarter Million Dollar Club. Prior to 
going with Canada Life he was engaged 
for several years in the casualty insur- 
ance business. 


ball coach. He recommended a tranquil 
mind and this is attainable, he said, as 
the mind is one thing over which the 
Lord has given us control. 

He said that he does not look enviously 
upon the job of any other man in his 
company. He has not been trained to be 
an actuary, or an expert on investments, 
a medical director—‘*Mr. Arnold is the 
only man in the company who has a 
better job than I have,” he declared in 
closing. 

Agent Should Have Leadership 


S. L. Youngquist, general agent North- 
western Mutual, Columbus, O., closed 
the afternoon session with a talk on “The 
General Agent as a Leader.’ The price 
of leadership is high, he said. “Your 
agency will be a reflection of yourself.” 
He cited a fine example of leadership, 
Abraham Lincoln, whose determination 
pulled him through the hard experiences 
of a war of rebellion. 

The importance of keeping records of 
every work hour of the day was em- 
phasized and Mr. Lindquist said that he 
keeps such a record and requires it of his 
men. His agency begins business at 8 :30 and 
he feels obligated to stay on the job until 
quitting time if he expects like diligence 
of his men. He says he likes to play 
golf but can’t do it as he’d be ashamed 
to do so unless he countenanced like 
diversion by his men during working 
hours. No one ever died of overwork he 
declared. “Let’s not kid ourselves about 
being overworked.” 

He recommended reading the sports 
pages and the “funnies” in the newspaper 
rather than filling the mind with gloom 
over the war reports. To sell life insur- 
ance successfully one must be in a good 
humor and not filled with foreboding. 
“If we've got the slows our men will 
get the slows,” he said. “We must love 
to sell as Sherman and Sheridan loved 
to fight. He recommended bulletins as 
inspirational helps to men in the field. 
While he and his men heretofore have 
not been active in local association work 
he says they have now joined up, real- 
izing that conditions are such as to make 
it urgent that there be as great organized 
numerical strength to meet developing 
issues as possible. 

He encourages his men to give him 
their confidences and he works with 
them to make their quotas. “As leaders 
we must be kind,” he said, “but we must 


LIFE INSURANCE EDITION 


also be firm. What greater satisfaction 
can we have than to get young men into 
this business? And we have a great re- 
sponsibility on our shoulders.” 

Eber M. Spence, Provident Mutual, 
president of the Indianapolis Association 
of Life Underwriters, summarized the 
addresses in a snappy closing talk. 

A banquet was held in the evening, at 

which Claris Adams, president of the 
Ohio State Life, was the guest speaker. 
Mr. Adams formerly practiced law in 
Indianapolis and there were many of his 
old friends in the audience. 
“lee most valuable asset possessed by 
life insurance is the public confidence it 
enjoys,” Mr. Adams declared. “That is 
the foundation upon which the whole 
vast structure rests. It is based upon a 
long record of outstanding performance, 
justified through works and confirmed 
by crises.” 


Institution of Average Man 


Size in life insurance, he said, is meas- 
ured by liabilities assumed for public 
benefits contracted, and assets are purely 
incidental to the performance of policy 
contract obligations to policyholders and 
beneficiaries, to those who are served by 
life insurance. : 

“Life insurance will never grow too large 
as long as its strength is measured by its 
capacity to serve the American public,” 


he asserted. “Life insurance is pre-emi- 
nently the chosen custodian of the feder- 
ated thrift of the common people of 
America. In the main it represents the 
small savings of the many millions. The 
overwhelming preponderance of its pat- 
ronage comes from those of modest 
means. It is incomparably an institution 
of the average man. In the last analysis 
the institution of life insurance is simply 
65,000,000 thrifty Americans, voluntarily 
sharing with each other the common 
hazard of premature death and, alter- 
natively saving a small competence for 
comfortable and secure old age. 
“Surveys indicate that the typical 
American home owner pays approxi- 
mately 6 percent of his income in life in- 
surance premiums and carries contracts 
amounting to a little more than twice his 
annual earnings. In a clear majority of 
cases, life insurance constitutes the ma- 
jor part of the policyholders estate and, 
in innumerable instances, it is practically 
the sole reliance of his dependents. Life 
insurance has not begun to approach the 
practical limits of its public usefulness. 


Life Insurance Public Asset 


“Life insurance as an_ institution, 
though a private enterprise, is a public 
asset. Its benefits reach the entire popu- 
lation. It makes a distinct contribution 
to the stability of both the social and 











Forty-Sixth Year 
of 
Dependable Service | 





to policyholders and 


years, 


qualified. 


HE STATE LIFE of Indiana is a purely 


pany in its forty-sixth year of depend- 
able service. ... Has paid over $125,000,000 


addition holds assets of over $53,500,000 | 
for their benefit. .. . Issues a wide range of | 
policies from ages one day to sixty-five 
including Juvenile, 
Fund, Family Income, and other up-to-date 
forms. .. . Agency opportunities with com- | 
plete training and service facilities for those 


legal reserve Com- 


beneficiaries, and in 


Educational | 








THE 


STATE LIFE | 


INSURANCE COMPANY 


Indianapolis 
Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 






































order. Its size is definitely 
source of national strength. In life in- 
surance, America has a major line of 
defense against the universal problem of 
public poverty possessed by no other 
people. 

“Life insurance income 
stitute, in any significant degree, 
a diversion from other channels of in- 
vestment. In the main the funds ac- 
cumulated are cbviously unavailable to 
other institutions of finance. Life insur- 
ance represents the gleanings of the field. 
Its capital is collected by solicitation. 
It comes primarily from the non-invest- 
ing public. Every civilized country has 
life insurance companies, but Americans 
own over 70 percent of the life insurance 
outstanding in the world. The American 
agency system of life insurance distribu- 
tion is generally credited as the major 


economic 


does not con- 
at least, 


factor in this favorable situation in our 
national life. 
Seeks Conservative Investments 

“Life insurance seeks conservative in- 
vestments. The character of the trust 
inherent in life insurance demands it. 
We cannot countenance speculation. Life 


snearanes has concentrated largely in the 
long time investment field, thus supple- 
menting other institutions of finance sen- 
sitively affected by current conditions. 

“The relationship of life insurance to 
American business from an investment 
standpoint is strictly that of creditor. 
Life insurance does not control the man- 
agement or participate in the profits of 
other corporations. Its concerns are the 
collection of interest upon indebtedness 
and the payment of obligations at matu- 
rity, and the sound management and 
assured solvency of the enterprise to 
which it loans. 


Issue of Federal Control Not New 


“The issue of state versus federal con- 
trol of life insurance companies is not 
a new one. Under state supervision a 
high order of efficiency has been demon- 
strated over a long period, including 
times of severe stress. The great de- 
velopment of the institution of life insur- 
ance, its remarkable record of solvency 
maintained in the face of difficulty, the 
public confidence reposed in life insur- 
ance, are all testimonials to the present 
system of state supervision as well as a 
tribute to company management. 

“Nothing could be more disastrous to 
the institution of life insurance and more 
subversive of the interest of policyholders 
than an effectual attempt to mobilize the 
assets of the institution under political 
control in order to integrate their invest- 
ment in accordance with the functions of 
administrative policy in a general plan 
of managed economy. Few things are 
more important to more people in Amer- 


ica than keeping politics out of life 
insurance.” 
Kinne Speaks in St. Louis 

L. O. Kinne, assistant secretary 


Aetna Life, 
of the St. Louis Life Insurance & Trust 
Council on “Insurance as a Method of 
Protection and Investment.” 


~ RECORDS 


Wisconsin National Life — Business 
for the first quarter exceeded the first 
quarter last year by a substantial mar- 
gin in both life and in accident and 
health business. 

Indianapolis Life—New paid business 
for the first quarter exceeded the same 
period last year by 16.8 percent. The 
gain in insurance in force for the quar- 
ter was more than double the gain for 
the same period last year. 





R. J. Wiese general agency North- 
western National Life, Chicago—stood 
second countrywide in April. A. M. 


Janecek second in 


premium 


March nationally in 
volume and 10th for year to 
date. W. C. Hettrick sixth in premium 
income in March. O. R. Aspergren has 
app-a-week record of 331 consecutive 
weeks. 
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: Sows nae nial Gas 
& Electric Reorganization 


WASHINGTON—Ernest J. Howe, 
chief financial adviser of the Securities 
& Exchange Commission’s insurance 
study, has resigned to join the Associated 
Gas & Electric System as a financing 
expert. The system, now in process of 
reorganization, was thrown in receiver- 
ship this year after the SEC refused to 
approve certain of its financial trans- 
actions. 

There were reports that Gerhard 
Gesell, counsel of the SEC insurance 
study, who acted as examiner at practi- 
cally all of the insurance hearings, would 
join the A. G. E. system’s legal staff. 
Following publication of this rumor 
Gesell issued a denial, saying he had 
never been approached in connection 
with working for the A. G. E. system 
or any of its afhliates and that the re- 
ports were entirely without foundation. 


Howe Addressed A. L. C. 


Howe attracted considerable attention 
more than a year ago when, in address- 
ing the financial section of the American 
Life Convention, he made sweeping as- 
sertions about life companies over valuing 
assets, particularly real estate growing 
out of foreclosures and certain types of 
bonds. Consequently there was much 
speculation on what the SEC’s report on 
the operating results and investments of 
the 26 largest U. S. life companies would 
contain, as it was prepared under his di- 
rection. But while advance stories which 
“leaked” out in the daily papers were 
quite sensational, the report itself and 
Howe’s elucidation of it on the witness 
stand were far more conservative than 
Howe's A. L. C. address and the advance 
publicity for the report would have led 
insurance people to expect. 

3efore joining the SEC insurance staff 
Howe was employed as an investment 
expert by Lehman Brothers and Blyth 
& Company, New York City investment 
houses. He is a native of Denver. His 
present home is in South Orange, N. J., 
a suburb of New York City. 


Blomquist Joins A. G. E. 


Another member of the SEC insurance 
Stal, 17. A. Blomquist, who was in 
charge of field investigation, has joined 
the Associated Gas & Electric system. 
Though far from overbearing in appear- 
ance, Blomquist was the central figure 
in two flare-ups in his insurance work, 
once with the Metropolitan Life, when 
he threatened to “sick” the federal bu- 
reau of investigation on the company, 
and later when he vainly sought certain 
material from the files of Col. C. B. Rob- 
bins, manager and general counsel 








spoke at a dinner meeting’ 
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American Life Convention, and threat- 
ened to get a subpoena. 

In both cases the net result was zero, 
although there was some excitement for 
a while. The FBI quizzed some 50 
Metropolitan agents in an attempt to 
prove that the discharge of 13 agents 
who testified to having forged policy- 
holders’ names to ballots in directors’ 
elections had been done to “intimidate 
government winesses.” Just after this an 
official of the Justice Department was 
quoted as saying action against the Met- 
ropolitan was “unlikely.” In the Ameri- 
can Life convention case the material in 
question stayed in the files and no sub- 
poenas were issued. 


Worked for Black Committee 


Blomquist gained notoriety when he 
was working for the Senate lobby in- 
vestigating committee headed by Sena- 
tor, now Supreme Court Justice, Hugo 
Black in 1935. Philip H. Gadsden, chair- 
man of the Committee of Public Utility 
Executives, charged Blomquist with 
having rifled his room in the Mayflower 
hotel in Washington. Blomquist later 
defended his action on the ground that 
the utility man’s secretary was present 
when the papers were seized. Blomquist 
Was operating under a letter of authority 
trom Black. 


Mutual Life Agents Confer 
GRAND RAPIDS — Representatives 
of the Mutual Life of New York from 
39 counties of western Michigan held an 
all-day conference here. At the banquet 
J. R. Hall, New York, assistant super- 
intendent of agencies was a_ speaker. 
The program was in charge of C. E. 
Brown, Grand Rapids agency manager. 


Iowa Company Elects 
Production Club Heads 


DES MOINES—R. O. Claypoole ot 
the Philadelphia agency of Equitable 


Life of Iowa, top producing a 
1939, 
President's 


gation of 


Club. He will head t 
108 agents and 28 


gent in 


has been elected president of its 


he dele- 
agency 


heads at the annual production clubs 
convention in Chicago next July. 
Selection to the President’s Club, as 


Agency Club, | 
and conservation 


well as the 
production 
ments. 
Strief, Des Moines, 


is based on 


require- 


Other officers named are W. B 
vice-president, 


and 


J. H. Hilmes, Des Moines, secretary. 


3en Block, Peoria, Ill., is pres 
the Agency Club; G. L. Maltby, 
City, vice-president, and F. E. 
Omaha, secretary. Mr. Block 


ident of 
Kansas 
Garey, 
is the 


company’s leader in the one-a-week with 


a record of 1,063 consecutive we 
Organization Club pe 
which is composed of agency 
is headed by H. S. Bell, 
dent, and G. V. 
president. 


The 


Moore Is Seattle Manager 
SEATTLE—Union 


appointed Donovan F. 
of its Seattle office. Mr. Moore 


Seattle, 
Fort, Des Motnes. 


Central Lite 
Moore manager 


eks. 
rsonnel, 
heads, 
presi- 
vice- 


1 “ 
Nas 


is 33, 2 


native of Yakima, Wash., and entered 
life insurance six years ago under his 
tather, Fred Moore, for 20 years Penn 


Mutual general agent at Yakima. 


a director of the Seattle Life Un 
ers : 
as its next president. 


He is 


derwrit- 


Association and has been nominated 
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~ AGENCY MANAGEMENT 





Fischer Addresses Chicago 
Agency Supervisors Club 


Sound and successful supervision by 
the agency supervisor means better 
benefits for the company, the agency 
and the men themselves, said C. 
Fischer, vice-president in charge of 
agencies of Massachusetts Mutual, at 
the luncheon meeting of the Chicago 
Life Agency Supervisors Club. He 
covered general aspects of agency op- 
erations while speaking on “Plan, Plant, 
Product and Personnel.” 

General agents should have a definite 
plan, a sound and well arranged plant, 
a fixed proposition for production and 
a carefully chosen personnel. The last 
is a big and important job and the field 
in which success is determined, Mr. 
Fischer said. In building up this per- 
sonnel the general agent should go 
through a process of recruiting, careful 
selection, training and motivation. This 
is a phase of work that deals with the 
human being and it is a phase of work 
where the supervisor is most important. 
It is the supervisor that puts new men 
through this period of training. 

Mr. Fischer said that dealing with hu- 
man beings is the hardest job of all. 
Each person with his idiosyncrasies, 
likes and dislikes presents a new prob- 
lem. Because a steady turnover of new 


blood is necessary. to the successful 
agency, the supervisor must develop a 
sound recruiting system. If there is 


a bad morale in the organization it must 
be cleaned up before bringing in new 
men. An objective should be established 
of how much business willbe handled, 
how many men will be absorbed in a 
year and what kind of men are desired. 
The latter of course depends largely 
upon the general agent, for he wants a 
man who will blend into his way of 
management. By this, | Mr. Fischer said, 
he didn’t mean a “yes” man, but a man 
who will express his opinion and ideas, 
yet be able to do the job even though 
he were not in asta with the plan. 


Machum Heads Detroit 
General Agents, Managers 


DETROIT—Donald Machum, man- 
ager of Manufacturers Life’s downtown 
branch, was elected president of the As- 
sociated Life General Agents & Man- 
agers of Detroit by the new board of 
directors at its first meeting immediately 
following the annual meeting. Mr. 
Machum served as vice-president last 
year and has been on the board for 
several years, handling many important 


committee chairmanships in recent 
years. He succeeds E. P. Balkema, 
Northwestern National. 


> W. Ryan, Penn Mutual, a member 
of the board several years, was selected 
as vice-president. W. S. Reeve, man- 
ager, Union Central, was reelected 
treasurer and H. B. Thompson, insur- 
ance attorney, remains secretary-coun- 
sel, a post he has filled for several years. 
Mr. Thompson is also secretary-treas- 
urer of the Michigan State Association 
of Life Underwriters. 

Directors elected include the officers 
and J. B. Ames, Lincoln National; L. E. 
Malone, Sun Life; J. B. Macken, Mu- 
tual Life of New York; Glen Reem, 
Guardian Life, and E. P. Balkema, re- 
tiring president. J. M. Holcombe, di- 
rector of the Life Insurance Sales Re- 
search Bureau, was the featured speaker 
at the annual meeting, reviewing the 
educational program of the year. 





Boston Supervisors Hear Cooley 


H. P. Cooley, Boston general agent, 
Equitable Life of Iowa, told the Bos- 
ton Life Supervisors Club that the two 
major mistakes made by life insurance 
men in general are overestimating the 
ability of prospects to understand the 
Presentation of life insurance and under- 
estimating their financial ability to pay 
premiums. 


Los Angeles Speakers Take 
Up Compensation of Agents 


LOS ANGELES — Life Insurance 
Managers, Inc., of Los Angeles heard re- 
ports from the mid-winter meeting of 
the National Association of Life Under- 
writers in Atlanta by Grant Taggart, 
California-Western States Life, Cowley, 
Wyo., and John W. Yates, general agent 
Massachusetts Mutual Life, Los An- 
geles. 

Mr. Taggart told of contacts with Sen- 
ator O’Mahoney of his state, who is 
chairman of the TNEC, and of happen- 
ings following those contacts, which 
were not in accord with the conversa- 
tions. He devoted most of his talk on 
the Atlanta meeting to the agency con- 
tract and compensation of agents. He 
said the attorney and physician spend 
long periods in preparation for their 
work, and asked why the managers 
should not sell to men entering the life 
insurance business the fact there is a 
penalty to pay to be a success in the 
business. 

Mr. Yates also devoted much of his 
address to compensation of agents. He 
said cooperation in solving this problem 
is increasing, and the final solution must 
come through more equitable distribu- 
tion of the $300,000,000 paid life agents 
yearly in the United States. He said Na- 
tional association committees now are 
studying the problem. He said reports 
made at the meeting showed a vast ma- 
jority of senators and representatives are 
opposed to government control of insur- 
ance. He believes the tide has turned 
from government control and is flowing 
toward greater confidence in private con- 
trol of life insurance. 





Two Groups May Meet Jointly 


NEWARK—The Life Insurance Gen- 
eral Agents and Managers Association of 
Northern New Jersey was invited to 
cooperate with the Life Managers As- 
sociation of New York in the annual 
golf outing to be held at Ridgewood 
Country Club, Ridgewood, N. J., June 
20. The matter has been taken under 
advisement by the members of the New 
Jersey association, which has never held 
an outing since its inception several 
years ago. 

J. C. Elliott, president, Newark gen- 
eral agent Penn Mutual Life, has placed 
the matter before the members. 





The General Agents & Managers Asso- 
ciation of Richmond, Va. is planning to 
incorporate under the name of the Rich- 
mond Life Managers. It will hold its 
next meeting April 30. 





Apologies Are Offered to 
J. J. Hilbe and Mrs. Hilbe 


THe NATIONAL UNDERWRITER regrets 
exceedingly having printed the erroneous 
statement, based on information received 
a a regular correspondent, that Mrs. 

J. Hilbe of Dav enport, the wife of 
ae manager there of Guardian Life, had 
died. Mrs. Hilbe is well and resides in 
Davenport. The most distressing error 
seems to have been due to carelessness 
on the part of the correspondent in re- 
porting the fact that Mr. Hilbe lost a 
sister, Mrs. Al Meier of Winona, Minn. 


E. W. Fuller, 68, head of the Fuller 
general agencies of the Equitable Soci- 
ety in Springfield, Mass., and Boston, 
connected with the company for more 
than 30 years, died in Westwood, Mass. 
of pneumonia. He retired from active 
control of his agencies in 1930. Mr. 
Fuller was born in Springfield and 
graduated from the Massachusetts Insti- 
tute of Technology in 1896, immediately 
entering the insurance business. He was 
a very successful agent of the Equitable, 
and received offers to take executive 
positions at the home office, but he pre- 
ferred to remain in the field. He was 
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past president Life Underwriters Asso- 
ciation of Western Massachusetts, and 
a director of the Third National Bank 
& Trust Company. His widow, a son, 
daughter, and a sister, Mrs. F. W. Love- 
joy, wife of the president of the Eastman 
Kodak Company, survive him. 





Seeks to Escape St. Louis Trial 


ST. LOUIS — A motion to abate the 
local indictment that charges R. E. 
O’Malley, former Missouri superintend- 
ent, with accepting a $62,500 bribe in 
connection with the fire insurance rate 
case compromise has been taken under 
advisement by Circuit Judge Sartorius. 
O’Malley contends the indictment should 
be quashed because he had subsequently 
been indicted for the same offense at 
Kansas City. 

The state contends that the indict- 
ments are not the same, since the one in 
Kansas City charges O’Malley received 
the bribe from T. J. Pendergast, while 
the one in St. Louis charges that he 
accepted the money from A. L. McCor- 
mack. 


KANSAS CITY TRIAL POSTPONED 
KANSAS CITY—The trial of R. E. 
O’Malley, former Missouri insurance su- 
perintendent, on charges of accepting a 
bribe while a public official—in connec- 


Colorado Eases Tax Demand 
to Encourage Settlement 


DENVER—Quick settlement of the 
long-standing dispute between the state 
and some 34 life companies over the 
matter of whether the 2 _ percent 
premium tax shall be paid on annuities 
was predicted when it was revealed that 
in filing suit against the 34 companies, 
the state has demanded the back pay- 
ments only from the time the first re- 
quests for payment were made in 1935. 
Originally, it was expected that the 
state would hold that the statute of limi- 
tations did not apply here and demand 
payment of the taxes from the time the 
premium tax law was passed in 1913. 

The insurance department hopes the 
court will award the state judgments 
against each of the 34 companies for 
the amount of the unpaid tax from 1936 
on. Since the state is not seeking to 
collect the tax prior to that time, it is 
believed that the companies will not 
carry the matter to the higher courts 
in the event that the district court rules 
in favor of the state. 





tion with the settlement of the Missouri 
fire rate case—has been postponed from 
April 22 to May 13 by the circuit court 
here. 





rate. 
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EDITORIAL COMMENT 





Building Association Membership 


THOsE who are particularly interested 
in promoting local life underwriters as- 
find that there is a new 
source of excellent material recently 
At the Atlanta mid-year con- 
ference of the National Association of 
Insurance Agents, there was much fa- 
vorable comment over the _ position 
taken by T. A. Buckner, chairman of 
the board of the New York Life, who 
becomes chairman of the finance com- 
mittee, in his talk before the agency di- 
rectors at the meeting in Florida when 
he expressed the hope that New York 
Life agents would join these organiza- 
tions. 

The 


sociations 


opened. 


New York Life has been rather 


indifferent as 
movement. It has not urged its agents 
to join. It has left the matter entirely 
with each individual. As a result the 
New York Life has not been known as 
a life underwriters association com- 
pany. 

Chairman Buckner undoubtedly appre- 
ciates the power that rests with organi- 
zations in field. They have made 
themselves felt in many different ways. 
As a result, a number of New York Life 
men have joined. The Metropolitan Life 
agents have been joining their local as- 
sociations all over the country, bring- 
ing to the membership hundreds of new 


to the organized agency 


the 


people. 


Getting a View of the Field 


WHat is needed in company admin- 
istration as much as anything else at 
this time is a thorough and sympathetic 
understanding of the problems confront- 
After all, when it 
comes to public relations, the men out 


ing rate book men. 


on the firing line who are coming in con- 
tact with people can do more than any 
other agency. They have the ears of 
the people and it is more convincing to 
talk to a man than to send him a pamph- 
let. When comes in conversation 
he has an opportunity to answer ques- 
tions, to explain situations and to clear 
up misunderstandings. 

The field men today are battling for 


one 


business. It is difficult to get. They 
have many obstacles to overcome. Com- 
panies are endeavoring to raise the 


standard of and to give them 


greater opportunities for increasing their 


agents 


production. 
to make the 
a better living. In 


In other words, they hope 


easier for agents to 


ac- 


way 
make order to 
complish this it is necessary to have ac- 
curate and primary knowledge as to the 
the the 
situations of the buying public, the chief 
the attitude 


conditions confronting men, 


causes of sales resistance, 


of prospects and policyholders. There 
are features within official control that 
can be fostered that will do much to en- 
courage the men who are selling insur- 
ance. taken at 
head offices that tend to discourage the 
field men. These are taken almost always 
with the best motives and yet because 
of lack of understanding and of not hav- 
ing an entirely sympathetic attitude, an 


Frequently steps are 


unfortunate condition sometimes is cre- 
ated. 

The tendency in some cases during 
recent years has been to bring a pro- 
gressive and well balanced general agent 
or manager to the head office, either to 
be head of the agency department or to 
be prominently identified with it. In 
other cases a general agent has been 
elected a director. Whatever plan is 
pursued there should be a more intimate 
hookup between the administrative of- 
ficials and those who are managing and 
the other 


supervising producers. In 


words, administrative officials need to 
get closer to the grass roots and become 
much concerned with those who are 


getting business and those who are buy- 


ing insurance. 


Age Is Not a Vital Element 


IN A RECENT address Superintendent of 
Agencies Grant L. HILt of the Norru- 
WESTERN MUTUAL LIFE called attention to 
one of the big advantages in life insurance 
it being that age not 
The weather has 
Sea- 


salesmanship, does 
become any vital factor. 
no effect on successful salesmanship. 
sons come and go and they all have decided 
advantages to offer. The life insurance 
salesman is dealing with all kinds of men, 
be prosperous and others are 


some ma\ 


not. However, there is always a fertile 


* field. 


In the talk he referred to the late D. F. 
GiveNs of Des Moines, who started his 
life insurance career at the age of 55, rep- 
resenting the NORTHWESTERN Mutua. He 
died last vear after having demonstrated 
that, health permitting, a determined sales- 
man can serve life insurance as long as he 
has a will to. He started from scratch at 
age 55, worked for 13 years, paying for at 


least an application every week. At age 
67 he qualifed for the MaraTHon CLUB 
of the NoRTHWESTERN MtutTvuAL, which 
means paying for 100 or more lives during 
the agency year. 

Mr. Hitt, in the Chicago 
agency, called particular attention to Ros- 


addressing 


ERT R. Rew, one of the salesmen of that 
office, who at age 73 ranked second for the 
vear in production in the agency. He 
devotes about half his time to soliciting 
insurance. Yet he is able to accomplish 
great things in spite of his advanced 
years. 








PERSONAL SIDE OF THE BUSINESS 





Herbert E. Kerber, Equitable Society 
manager for northern Illinois with EI- 
gin headquarters, celebrated his 25th an- 
niversary with the Equitable. He was 
presented with a shower of applications 
and bouquets of flowers. Mr. Kerber 
has been located in Chicago but he is 
moving to Elgin next week, where his 
official headquarters have been in the 
Elgin Tower since Feb. 1. 

Miss Beatrice Jones, manager of the 
women’s division of Equitable Society 
in New York City and chairman of the 
National association’s woman agents 
section, is to be a San Francisco visitor 
on April 30, en route to Del Monte for 
a vacation. 

Allan J. A. Johnstone, veteran field 
man for the Business Men's Assurance 
at Sacramento, Cal., has been appointed 
a member of the California board of ad- 
ministration of the state employes retire 
ment system by Governor Olson. 

President A. B. Wood of the Sun Life 
of Canada, accompanied by Mrs. Wood, 
is making a trip visiting some of the 
agencies in the central west and from 
there will go to the Pacific Coast. W. 
S. Penny, director of agencies, is join- 
ing in the trip. Both Mr. Wood and 
Mr. Penny will hold conferences but 
will make no formal talks. They will 
meet agency groups and will devote the 
time largely to answering questions 
that may arise in the minds of the men. 

President Wood and Mr. Penny were 
in Chicago Saturday and held a confer- 
ence with Manager D. J. Scott and his 
men. 

Kathleen Hildebrand of Kansas City. 
Mo., daughter of F. L. Hildebrand, 
Kansas City branch manager of North- 
ern Life of Seattle, succeeded in adding 
one inch to her stature. She is 19 years 
of age. The federal aviation require- 
ments specify that a flyer must be at 
least 5 feet 2 inches tall. She was re- 
jected because she lacked one inch in 


height. Then she began a period of 
stretching and reaching in her home. 
In the last 24 hours before the civil 


aeronautics authority made its final de- 
cision to accept her she stretched a 
quarter of an inch. Miss Hildebrand 
works part time in her father’s office. 

W. W. Klingman, Texas manager of 
the Equitable Society, spent a few days 
in Minnesota looking after business in- 
terests there, where he was manager 
for many vears. 

R. J. Enersen, with the State Mutual 
Life in Minneapolis, won the speect! 
contest conducted by the Toastmasters’ 
Club of Minneapolis and will compete 
in a district contest of all Minnesota and 
Iowa clubs in Minneapolis April 27. It 
he wins in this contest Mr. Enersen will 
take part in the national speech contest 
in San Diego, Cal. 

James H. Daggett, vice-president of 
the Old Line Life of America, Mil- 


waukee, has been appointed by the 
newly elected mayor of Milwaukee as 
a member of the city’s public debt com- 
mission. Before entering life insurance 
Mr. Daggett was a vice-president of a 
large Milwaukee bank. 

C. A. Craig, chairman of National 
Lite & Accident and president of the 
American Life Convention, is attending 
the general conference of the Methodist 
Church in Atlantic City. He is chair- 
man of the book committee of the for- 
mer Methodist Episcopal Church South, 
having charge of its publication work. 

J. F. R. Loutit, actuary of the United 
States Life, met his father for the first 
time in 20 years recently. Their last 
meeting had taken place in Scotland 
when the younger Loutit was studying 
at George Watson’s College in Edin- 
burgh and the father was there on a 
visit from Chile, where his son was born. 
When Mr. Loutit joined United States 
Life in 1927 he was allowed to settle 
down for seven years before being dis- 
patched to Shanghai, China, on a survey 
tour preparatory to establishing a com- 


pany office there. Upon returning to 
New York, he was sent to Cuba and 
South America. Back in this country 


now, he is living in Staten Island, where 
Mr. and Mrs. Loutit, Sr., are visiting 
him. 

Dr. John B. Steele, vice-president and 
medical director of the Volunteer State 
Life, served as chairman of the entertain- 
ment committee for the Tennessee State 
Medical Association at its convention in 
Chattanooga. 

Eugene O. Burget, president of Peo- 
ples Life of Frankfort, Ind., and Mrs. 
Burget, have returned from a Florida 
vacation. 

Morgan S. Crockford, sales promotion 
manager of Excelsior Life, has returned 
to Toronto after a trip to the United 
States during which he visited the home 
offices, of about 22 life companies. Ex- 
celsior Life does not operate in the 
United States but Mr. Crockford every 
vear or so makes a trip through this 
country to gain impressions on new de- 
velopments in selling technique, sales 
promotional material, etc. He was par- 
ticularly struck during this most recent 
visit by the interest that is being shown 
in the United States in salary savings 
insurance. 

E. P. Tice of the Tice & Jeffers Co- 
lumbus. O., agency of the Midland Mu- 
tual Life, has been appointed a member of 
a committee of citizens to study a pro- 
posed change in the city charter rela- 
tive to tax levies. 

Mrs. Alice B. Jordan, president of 
Postal National Life and Postal Life, 
and Frederick Heissenbuttel of Larch- 
mont, N. Y., were married in Florida. 
The wedding reception was at the 
Roney-Plaza Hotel, Miami Beach. Mr. 
and Mrs. Heissenbuttel have now re- 
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turned from a wedding trip. Mrs. Heis- 
senbuttel’s first husband was Arthur 
Jordan, who controlled the Postal com- 
panies, and who died in 1934. Mr. 
Heissenbuttel was formerly in the to- 
bacco business and retired two years 
ago. 

Walter E. Webb of Los Angeles, for- 
mer executive vice-president of Na- 
tional Life, U.S.A., and later vice- presi- 
dent of Hercules Life, is author of an 
article in the April edition of “Ameri- 
can Business” entitled “How to Get 
Along with Your Banker.” This isa 
common sense article in which Mr. 
Webb points out the possible services 
available from the right banker. It is 
the first of a series. 

John Boyle, Chicago general agent 
Minnesota Mutual Life, who has been 
wintering in Arizona and California, is 
now back on the job. 

Leo R. Porter, Lincoln National gen- 
eral agent, and Clayton Mammel, Farm- 
ers & Bankers general agent, partici- 
pated in a series of Wichita Chamber of 
Commerce radio broadcasts, Mr. Porter 
speaking on “Investment Banking” and 
Mr. Mammel on “Power and Light.” 

W. A. G. Linn, Lewistown, Pa., spe- 
cial agent of the Edward A, Woods 
Company, general agency of the Equit- 
able Society in Pittsburgh, had new paid 
business for the first quarter in excess of 
400 percent over the same period last 
vear. He is in his 14th year as a mem- 
ber of the Woods agency's Life-a-Week 

Club. 





DEATHS 


N. P. Langford, Sr., 67, general agent 
the Northwestern Mutual Life in St. 
Paul since 1914, died there after a short 
illness. Since 1902 he had been asso- 
ciated with Peter W. Fahey in the 
Langford & Fahey general agency, and 
for six years previously the late D. R. 
Schuler was an associate. All three men 
had been with the L. M. Kreiter agency 
for the Northwestern Mutual in St. Paul 
and when Mr. Kreiter retired 26 years 
ago they succeeded him. Mr. Langford 
entered life insurance in 1904 after hav- 
ing been in railroad work. He was 
widely known as an oarsman, golfer and 
historian. 

Among the home office representatives 
at the funeral were John J. Hughes and 
Ralph W. Emerson, assistant agency di- 





rectors, and Donald R. Rowe of the 
field audit force. Arthur Hoene, gen- 
eral agent at Duluth, and Mrs. Hoene, 


also attended the services. 

Mr. Fahey now becomes sole general 
agent. 

J. W. Hudson, 51, for 25 years man- 
ager of the North American Life of 
Canada in Victoria, B. C., died follow- 
ing an illness of five weeks, 

E. J. Fladd, 42, assistant superintend- 
ent of the Prudential in Seattle, was 
killed when a well in which he was 
working on his summer home 15 miles 
north of Seattle caved in. 

Frank A. Freese, 50, service manager 
for the Metropolitan Life at Dayton, O., 
died. 

J. A. Clague, 53, assistant comptroller 
and chief accountant of the Sun Life, 
died. He was born in England and went 
to Canada in 1911. He joined the Sun 
Life as chief accountant in 1920. 


L. W. Mack of the Northwestern Mu- 
tual’s Recht & Kutcher agency, New 
York City, died. He had been in poor 
health for some time. Mr. Mack was 
70 years old and would have celebrated 
his 54th year with the company May 
1. Until recent years, when his health 
prevented it, he had an outstanding 
production record and numbered many 
prominent men among his clients. 
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With prominent Eastern Mutual Company just 
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Connecticut General 
Meet Next Week 


Leading representatives of the Con- 
necticut General Life will attend the 75th 
anniversary conference in New Orleans, 
April 30-May 3. The general theme will 
be “Seventy-five Years Building Finan- 
cial Security.” 

Business meetings open April 30, with 
Vice-president F. H. Haviland, chair- 
man, as the first speaker. President F. 
B. Wilde will talk on “Our Seventy-fifth 
Anniversary,” Director C. A. Goodwin 
on “Hartford Insurance Traditions.” Fol- 
lowing these speakers, “Merchandising 
Security” will be covered in a panel dis- 
cussion with F. O. H. Williams, Hart- 
ford manager, chairman, assisted by R. 
B. Greene, P, Hewes and J. D. Hopkins, 
all of Hartford. 

J. L. Cole, agency superintendent, will 
be chairman of Wednesday’s meeting. A 
panel discussion on “Our Heritage” will 
be handled by Vice-president J. M. 
Laird, chairman, J. L. Hall, Burlington, 
Vt., and R. F. Wagner, Philadelphia. 
“How the Connecticut General Meets 
the Demand for Security” will be dis- 
cussed by R. E. Larkin, manager Broad- 
way branch, New York, chairman, and 
W. H. Fissell, J. T. Minninger, W. H. 
Barber and R. Dixon, all of New York. 

A panel discussion on “Prestige-Build- 
ing Prospecting” will be led by Hugh 
Kemp, Pittsburgh manager, and C. M. 
Opperman, T. H. Smiley and J. K. Blitz, 
of Pittsburgh. 

Commissioner Blackall of Connecticut 
will speak at Wednesday’s session. 

On Thursday the conference group 
will visit one of the famous Louisiana 
plantations. 

Friday’s business meeting will be un- 
der the chairmanship of President Wilde. 
“Today’s Requirements” will be dis- 
cussed by S. F. Smith, Philadelphia man- 
ager, and “Our Opportunity as Connec- 
ticut General Salesmen” by Vice-presi- 
dent Haviland. 

At a meeting of general agents and 
managers immediately following the last 
business session, President Wilde and 
Vice-president Haviland will speak. 


Advocates Strong 


Local Government 


NEW YORK—Assailing the “easy 
money” policy of the present adminis- 
tration, President T. I. Parkinson of the 
Equitable Society, addressing the an- 
nual luncheon of the Insurance Brokers 
Association of New York ‘City, urged 
support for strong local government as 
the best antidote to continued expan- 
sion of the federal government’s activi- 
ties beyond what is actually necessary. 
Mr. Parkinson charged the administra- 
tion with needlessly, deliberately, and for 
political reasons fostering low interest 
rates by short term Treasury borrowings 
and by taking unwarranted advantage of 
the tax exempt status of certain classes 
of government bonds. 

This low level of interest rates has 
meant a one-point difference in interest 
earnings for 1939 as compared with 1933, 
a difference which he said meant $24,- 
000,000 less in dividends for the Equit- 
able and for savings. banks and life in- 
surance companies in the aggregate 
$500,000,000 less in interest earnings. 
The worst feature of all this, he said, 
is that it has been in vain, for the un- 
employed are still with us in vast num- 
bers and “business lack of confidence 
has never been so great.” 

Urging support for strong local gov- 
ernment, Mr. Parkinson said that lack 
of it results in extension of the federal 
government’s scope. 

“All I ask is that the national govern- 
ment does not seek to extend its power 
beyond the necessities of change,” he 
said, adding that, as far as bigness is 
concerned, “the thing that is too big in 
this country is the federal government.” 

Superintendent Pink of New York 
spoke briefly. Clement L. Despard, as- 
sociation president, was toastmaster. 








BUILDING - SERVING - PROGRESSING 


The INDIANAPOLIS LIFE INSURANCE COMPANY, a Legal 
Reserve, Mutual Company, now in its THIRTY-FIFTH ANNI- 
VERSARY YEAR, looks back upon a record of substantial, 
well-rounded growth through the years. It looks forward to 
a splendid future. 


INSURANCE IN FORCE now exceeds $1 12,000,000.00. 
ASSETS exceed $24,000,000.00. 
SURPLUS is over $1,500,000.00. 


A REMARKABLE TEN YEAR RECORD 


Since December 31, 1929 

ASSETS have increased 129.6%. 

SURPLUS has increased 133.7%. 
In addition to these gains, the Company paid $16,236,362.36 to pol- 
icyholders and beneficiaries during these years. 


IN 1940 TO DATE 
NEW BUSINESS for the first quarter exceeded the same period last 
year by 16.8%. 
The GAIN OF INSURANCE IN FORCE was also well ahead of the 
same period in 1939. 
Our fieldmen are equipped with a complete kit of modern policies 
and modern sales equipment. 


Agency opportunities in Indiana, Illinois, Texas, 
Ohio, Michigan, California, Minnesota and lowa. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis, Indiana 


EDWARD B. RAUB A. H. KAHLER 
President Second Vice-President 
Supt. of Agencies 


















EMOURING peerts ae 
paountams. XO 


jiald Compensation. 


A solution satisfactory 





is not a Western Life problem. 
to the producing agent as well as the Company was 
found by the Western Life in the contracts it put into 
effect four years ago. 


Typical of the results is this seven-man agency. The 
general agent in 1939 earned as a personal producer 
$2104, and as a general agent, $4612. His leading man 
earned $3539, of which $2723 was first year commis- 


sions and the balance renewal commissions and 
bonuses. weit 
General agency openings in California, Oregon, 


Washington, Idaho, Montana, Utah and Wyoming. 
Look up our financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 191t0 


MONTANA 


LEE CANNON 
Agency Vice President 


HELENA 


R. B. RICHARDSON Assets $14,903,973 
President Surplus $2,350,000 
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NEWS OF THE COMPANIES 





New Highs Set by 
Northwestern for 
First Quarter 


MILWAUKEE.—In its report of 
business for the first quarter, the North- 
western Mutual Life shows total assets 
at a new all-time high of $1,307,223,800, 
as of March 31, an increase of $14,800,- 
985 since Jan. 1, and a gain of $59,916,672 
as compared to a year ago. 

At the end of the quarter, insurance 
in force totaled $3,914,153,124, repre- 
sented by 1,056,243. policies. This is a 
gain of $8,969,348 and 7,815 policies over 
a year ago and $2,940,593 since Jan. 1. 

Income for the quarter was $55,586,- 
901, which included $32,957,940 premium 
income, and $13,657,181 interest and 
rents. Disbursements totaled $39,285,- 
159, which included taxes paid in the 
amount of $1,887,836; death claims of 
$12,859,500, and dividends of $8,642,049. 
Payments to living policyholders and 
beneficiaries amounted to $29,039,043, 
with an additional $3,666,052 paid under 
installment and option settlements. 


Upward Trend in New Business 


New business during the first quarter 
included 13,039 policies for $45,656,021, 
with an additional $4,108,097 in revivals 
and additions, and $1,043,793 in life an- 
nuities. Northwestern Mutual followed 
the general trend of life insurance com- 
panies of declines in sales, but its sales 
showed a material improvement in 
March which is continuing in April. 

Assets include mortgage loans of 
$306,508,198; bonds of $736,272,216 at 
admitted assets value; policy loans of 
$149,178,227; real estate of $53,723,169, 
including $4,662,304 home office property 
and $6,540,749 in land contracts for farm 
and city properties sold; and $12,926,384 
cash. 

“The bond account at the end of the 
first quarter with an asset value of over 
$736,000,000, shows an increase of nearly 
$20,000,000 since Jan. 1,” M. J. Cleary, 
president, reported. “It is gratifying to 
be able to report that no new defaults in 
the company’s bond holdings occurred 
during the first quarter of the year. 

“Funds invested in first mortgages in- 
creased approximately $3,000,000 during 
the first quarter. For the first time in a 
number of years, all three branches of 
the mortgage loan field—farm, city and 
residence—show an increase,” President 
Cleary pointed out. ‘Active interest in 
the ownership of farms continued and 
our farm sales during the quarter were 
relatively good.” 


Alliance Lile 
1939 Statement 


Financial strength of Alliance Life at 
the end of 1939 was the greatest in its 
history. 

Capital stock remains at $600,000, 
contingency reserves rose from $232,659 
to $319,256, and unassigned surplus, ex- 
clusive of capital stock, from $499,310 
to $573,706. The total capital, surplus, 
and contingency reserve stands at $1,- 
492,962, which constitutes additional 
protection for policyholders, beyond 
legal reserves which are adequate to 
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meet every policy obligation as it falls 
due. This last-named figure is exclu- 
sive of reserve of $366,813 for reduction 
of liens on Peoria Life policies. 

President M. A. Kern referred also 
to the favorable mortality experience en- 
joyed by Alliance during the past year; 
the high character of the company’s 
bond and real estate mortgage loan in- 
vestments, and the disbursement of $1,- 
764,828 in payments to policyholders 
and as death claims to beneficiaries. 

The first three months of 1940 
showed an increase of 10 percent in new 
business over the first three months last 
year. 


Western Empire 
Life Is Reinsured 


Great-West Life has approved an 
agreement to reinsure, in cooperation 
with a number of other Canadian com- 
panies, the business of Western Empire 
Life of Winnipeg. 

Western Empire Life, founded in 
1911, has operated exclusively in Mani- 
toba, Saskatchewan, Alberta and British 
Columbia. 

Western Empire Life will cease to do 
business and all contractual benefits to 
Western Empire Life policyholders will 
be guaranteed by Great-West Life and 
will be paid in full as they fall due. 


Other Companies Cooperate 


The agreement will not come into 
force until formally ratified by the 
shareholders of Western Empire and 
various Dominion and provincial au- 
thorities. Although Great-West Life is 
taking over all administrative detail, the 
agreement was arranged in cooperation 
with about a dozen of the other Canadian 
life companies each of which will rein- 
sure a certain portion of the risk. 

The most recent annual statement of 
Western Empire showed business in 
force of $7,818,140 and assets of $1,545,- 
296. 

Provision is made for the payment of 
a liberal scale of dividends to the hold- 
ers of Western Empire participating 
policies. 

A provision for shareholders of West- 
ern Empire is included in the agree- 
ment to the effect that the persons re- 
corded as shareholders as of Oct. 12, 
1938, may turn in their certificates of 
stock for participation certificates issued 
by Great-West Life. Accounts of West- 
ern Empire Life business will be kept 
separately and it is provided that if the 
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operations of this business over the 
next 10 years result in a surplus after 
taking care of policyholders’ interests, a 
return of all or a part of the capital paid 
into the company will be made to the 
holders of the participation certificates. 
When the agreement is formally ratified 
and approved, shareholders of Western 
Empire will be relieved of all further 
liability. 


Eastern Life Declares Dividend 


Eastern Life of New York has de- 
clared a first annual dividend of 2 per- 
cent on its $3.50 par value stock, and 
checks were sent out to all stockholders 
of record as of Dec. 31, 1939. Payment 
of the first dividend synchronizes with 
the 13th anniversary of the founding oi 
the company, which was licensed to do 
business in the state of New York in 
1927. 

The 13th anniversary celebration to 
commemorate the payment of the first 
dividend will take place in connection 
with the annual meeting of the stock- 


od 


holders, May 7. 


Emery to Inspect Texas Land 


LANSING, MIC H.— Commissioner 
Emery of Michigan has gone to Texas to 
make a personal inspection and obtain 
appraisals on the citrus lands owned by 
the defunct American Life of Detroit of 
which he is receiver. On the return 
trip, the commissioner will handle some 
business matters in connection with the 
receivership at Oklahoma City. 


Show Distribution of Assests 

The principal items in the assets of 
Reserve Loan Life of Texas in the state- 
ment that was issued as of March 31, 
reflecting its condition after the con- 
summation of the reinsurance agreement 
with Reserve Loan Life of Indiana are 
real estate $2,769,568, mortgages $2,814,- 
409, policy loans $2,278,622, bonds $2,- 
512,407, stocks $315,857, cash $145,803. 
Assets are $11,254,219, life reserves 
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amount to $10,087,809. Capital is $200,000 
and net surplus $377,845. 





Black, Dodge Made Directors 


J. B. Black, president of Pacific Gas 
& Electric Company, and M. H. Dodge, 
chairman of the board of directors of 
Remington Arms Co., Inc., have been 
elected as directors of Equitable Society. 

Mr. Black is a member of the execu- 
tive committee and director of the 
Southern Pacific Company, and a direc- 
tor of Home Fire & Marine and Del 
Monte Properties Company of San 
Francisco. He is a trustee of the Edi- 
son Electric Institute. 

Mr. Dodge, a trustee of Columbia 
University since 1907, is a member of 
the board of managers of the Delaware, 
Lackawanna & Western Railroad Co., 
and a director of Crocker, Wheeler & 
Co. 


Hostetter Assumes New Post 


Frank E. Hostetter has now arrived 
in Springfield, Ill, to assume his new 
position of assistant to President Charles 
E. Becker of Franklin Life. Until re- 
cently he was an attorney for the Tem- 
porary National Economic Committee at 
Washington. He went with the TNEC 
in October, 1938. He graduated from 
the University of Kansas City and then 
practiced law there for several years. 





Ressler wih Wisconsin National 


L. N. Ressler has resigned as field 
supervisor of Illinois Bankers Life of 
Monmouth, IIl., to become supervisor 
for southern Illinois with Wisconsin 
National Life of Oshkosh. Mr. Ressler 
is well known in life insurance circles 
and particularly qualified for supervisory 
duties, as he has had experience in this 
field. 

Although at present residing in Gales- 
burg, Mr. Ressler will move to Peoria 
within the next few months where he 
will make his headquarters. 


NEWS BRIEFS 


The Provident Club of the Provident 
Life & Accident entertained with a 
spring sports party and dance at the 
Chattanooga Golf & Country Club. 
More than 250 members of the home 
office staff and their friends attended. 

The annual Kirk Memorial cup essay 
contest, sponsored by the Equitable Life 
of Iowa in memory of the late Cyrus 
Kirk, fifth president, is being conducted 
in April and May. The contest is open 
only to full-time representatives and the 
subject is “Agent Looks at His Job.” 

The Fidelity Life of Oklahoma City 
has changed its name to Commonwealth 


Life. The home office will be removed 
to Tulsa, Okla. George Kabureck is 
president. 


Radio Station KFBI, owned and oper- 
ated by the Farmers & Bankers Life, 
has formally taken the air from its new 
studios in the home office building in 
Wichita as a member of the Mutual net- 
work. Previously the station had been 
at Abilene, Kan. 





Bankers of Nebraska Plans Drive 


The Bankers Life of Nebraska is 
organizing its sales force for a drive for 
new business during May, the company’s 
anniversary month, with $2,000,000 paid 
business as a goal. 
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Jefferson Standard agents get close 
cooperation and constructive sales 
helps from the home office. 
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HEIFETZ HOLDS OPEN HOUSE 


Samuel Heifetz, one of the Chicago 
managers of Mutual Life of New York, 
held open house Wednesday afternoon 
in his new agency quarters on the 35th 
floor of the Board of Trade building. 
The other Mutual Life managers and 
general agents and managers of many 
other companies were guests. Mr. 
Heifetz’ new office is one of the hand- 
somest in the city, ‘occupying the en- 
tire floor and having arrangements and 
appointments of the highest order. The 
private offices of Mr. Heifetz and his 
leading producers are in the east end of 
the space, the cashiers and clerical de- 
partment midway, opening directly off a 
private elevator lobby, and a large 
agency room surrounded by private of- 


-fices takes up the rest of the quarters. 


Mr. Heifetz moved from the Field build- 
ing where he had been situated for a 
number of years. Prior to that for 
many years his office was in the Insur- 
ance Exchange building, where he did 
a large business with general brokers. 
His return to the south end of the loop 
adjoining the Insurance Exchange was 
decided upon partly to make possible a 
closer relationship and cooperation with 
the brokers. 





SELF HELP ENLARGES QUARTERS 


The Self Help Assurance Society has 
moved to 53 West Jackson boulevard, 
Chicago, where it now has an enlarged 
home office with up-to-date facilities. 

The Self Help was founded in 1879 as 
a burial insurance society and was con- 
verted without reincorporation in 1939 
to an assessment legal reserve life com- 
pany under Article 16 of the Illinois 
code. The executive officer is Andrew 
J. de Boer, secretary-treasurer; presi- 
dent is George Ottenhoff and vice-presi- 
dent Nichols Knol. John W. Schuitema 
is supervisor of agents. Its activities 











Designate the ROCKFORD LIFEMEN— Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown, President 


Rockford, Illinois 


are confined to Illinois. It had $5,250,- 
000 of insurance in force with total as- 
sets of $180,991 on Dec. 31, 1939. 
Liabilities totaled $21,369 with surplus 
to members, $159,621. The society is- 
sues contracts from birth to age 6U on 
both the intermediate and ordinary 
basis. The minimum ordinary policy is 
$500. 


PARK RIDGE MEN HEAR JOHNSON 





E. I. Johnson, supervisor of the Rob- 
ert R. Reno, Jr., agency of Equitable 
Society, Chicago, spoke on “Accumula- 
tion, Conservation and Distribution of 
Property,” at the 20th Century Club 
meeting in Park Ridge, Ill. He dis- 
cussed the hazards, problems and diffi- 
culties of individuals buying and holding 
of estates, whether large or small. He 
based his talk on what has happened in 
the past and what is liable to happen in 
the future. A general discussion fol- 
lowed. 





Prudential Athletic Club Elects 

F. L. Kelber, of the architect-engineer 
department, has been elected president 
of the Athletic association of Prudential. 
N. O. Pierson, assistant manager of in- 
dustrial policy No. 4, and R. D. Tomp- 
kins, assistant manager of actuarial 
general, are vice-presidents. E. A. Bea- 
han, correspondence, is secretary, and 
A. A. Eck’Art, cashier’s division, 
treasurer. Members at large are: E. L. 
Shields, G. S. J. Morrison, J. M. Swee- 
ney, W. F. Miller, Jr.. V. F. Wagner, 
Inez Mendez and K. R. Singleton. The 
new officers were introduced at the asso- 
ciation’s annual inaugural ball. 





W. M. Stremlau has resigned as junior 
examiner in the Connecticut department 
and will establish a law office in Meri- 
den. 




















Sell the public 


what it wants— 





SELL THEM WHAT 


complete personal protection. You can 
build a good volume with the Federal 
Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 
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|| actuaRies 


CALIFORNIA 


Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 





























CONSULTING ACTUARIES 
$82 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 
i 
ILLINOIS 








WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














DONALD F. CAMPBELL 


and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, ILinols 
Telephone State 1336 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 

Associates 
Wolfman, A. A. L. A. 


w 
N. A. Moscoviteh, Ph. D. 
L. J. Lelly 


Franklin 4020 














INDIANA 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 














NEW YORK 


Established im 1865 by David Parks Fackler 


FACKLER & COMPANY 
Consulting Actuaries 

Edward B. Fackier Robert D. Holran 

8 West 4th Street New York City 


a 




















Consulting Actuaries 
Auditors and Accountants 

S. H. and Lee J. Wolfe 
Lee J. Wolfe 

Wiliam M. Corcoran 

Joseph Linder 

116 John Street, New York, N. Y. 











PENNSYLVANIA 





CONSULTING ACTUARY 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 


FLORIDA 


ILLINOIS (Cont.) 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Property Management 
Mortgages—Sales 
Appraisals 


wa. HAUGHTON -«. 


COMPANY 


108 West Bay St. Jacksonville, Florida 


HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 





ARKANSAS 





READ -STEVENSON & DICK 


INC. 


Property Management 
ing 
Mortgage Loans 


A. C. Read II R. Redding Stevenson 
Charies E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 








Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY 
REALTORS 
ORLANDO, FLORIDA 





KANSAS 


Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES ¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 

















HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Aves 


Chicago, Dlinois 














CALIFORNIA 





Property Management 
SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 


COASTAL REALTY SERVICE, INC. 


Formerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 











F. D. COURNEEN 
M. 2 a 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 


Fort Lauderdale, Florida 











GEORGIA 





ADAIR REALTY AND 
LOAN COMPANY 


LOANS 


Real Estate Renting 
Insurance Chain Store Leasing 


Healey Bldg. Atlanta, Ga. 


PAUL STEINBRECHER 
AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 


7 S. Dearborn St. 
CHICAGO, ILL. 


KENTUCKY 


PROPERTY MANAGEMENT 
Appraisals 





es 


GOODMAN ano HAMBLETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 








LOUISVILLE, KY. 
MICHIGAN 














INCORPORATED 





SWAN-LORISH 


Expert Property Management 
Sales—Loans—Appraisals 
Property Surveys 


Chicago 


L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 
































O.W.Cotton, 


§20-24 Commonwealth Building 
OOAN DIEGO. CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 


Preperty Management Equitable Life Assaraace Society 








RENTING 
BUYING-SELLING 
LOANS 


INSURANCE —[—= 


37 BULL STREET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 








INDIANA 

















Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 
SAN FRANCISCO 


PORTLAND, SAN FRANCISCO, SEATTLE 





ILLINOIS 


PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. BRENNAR, INC. 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 

















H. G. WOODRUFF, INC. 
MORTGAGE LOANS 
Real Estate—Management 
Appraisals—Insurance 
Direct Correspondent 


for 
Life Insurance Companies 


Union Guardian Bldg. 
DETROIT, MICH. 














Ralph W. Applegate and Co, 


SALES AND nn ll 


ROPERTY MANAGEM 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


Chicage Real Estate Board 
National Ass’n. of Real Estate Beards 
Chieage Beard eof Underwriters 


Continental [linois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 








Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 








MINNESOTA 





M. R. WATERS & SONS, INC. 
BAKER BLDG. 


Property Management 
‘ Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 
MINNEAPOLIS, MINN. 
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MINNESOTA (Cont.) 


OHIO (Cont.) 


OREGON 


TEXAS (Cont.) | 





DUNN & STRINGER 


INCORPORATED 


Empire Bank Building 
St. Paul, Minnesota 


McNeil S. Stringer, Pres. 
Mortgage Loans 


THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 
Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 


Appraisals 
2nd Floor Wilcox Bldg. 


HAROLD W. KELLER 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 





























Real E PORTLAND, OREGON 
jhe gy Cleveland, Ohio PORTLAND, SAN FRANCISCO, SEATTLE SAN ANTONIO, TEXAS 
— Steller-Carpenter-Stofer, In, | TENNESSEE UTAn 
A Complete Real Estate Service bier- arpen ef- oer, ne, PROPERTY MANAGEMENT 
B J O ES Complete Real Estate Service MILLARD NAILL & co. 
HERBERT V. N City Wide REALTORS RENTALS, LEASES, 
AND COMPANY Property Management Property Management APPRAISALS, SALES 
PROPERTY MANAGEMENT Sales Industrial Spestaticte e 
APPRAISALS Leasing ye 
eee 1900 Euclid Ave. Record of 37 Successful Years FIRST SECURITY TRUST CO. 
LOANS CLEVELAND 113 So. Court Ave, (Property Management Dept.) 


300 BRYANT BLDG., KANSAS CITY, MO. 





NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


Management Appraisals 
Member—Institute of Management 








NEW MEXICO 





Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 








HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 
CINCINNATI, OHIO 








Property Management 
Appraisals 
Sales 
Mortgage Loans 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 








REAL ESTATE 
Property Mgm’t. Mtge. Loans 
Appraisals Surety Bonds 
Insurance Sales 
F.H.A. Approved Mtgee. 


CONSULT 


Wm. P. Zinn & Co. 


Dependable since 1906 
81 Experts—60 Employees 


At your service. 
37 North Third St. Columbus, Ohio 











OKLAHOMA 








MEMPHIS, TENN. 





Salt Lake City, Utah 





TEXAS 


WASHINGTON 








R. H. GAMBLE COMPANY 


REALTORS 
Kirby Building 
Dallas, Texas 
& 
Specializing in 
Business Property—Industrials—Factory 


Sites—Leases—Loans 
Complete Property Management Service 





Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 











GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 


Appraisals Real Estate 
Loans Management 
Sales—Leases 
BRANCH OFFICES 


etrepolitan Bank Bidg. 81 Madison Bids. 
Minneapolis, Minn. Memphis, Tena. 
Buhl Bids. 
Detroit, Mich. 











Raymond T. Cragin & Co. 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 











Smith Manager in Chicago 


R. K. Smith has been appointed man- 
ager of the Chicago office of United 
States Life, succeeding Harold S, Foote, 
who has represented the company there 
Since 1938. Mr. Foote resigned but 
continues in the agency as a personal 
Producer, Just before going to Chi- 
cago Mr. Smith was married to Kath- 
erine D. Hartwell, Stamford, Conn., go- 


ing with his bride on a trip in Canada. 
Mr. Smith has been with U. S. Life since 
1936. He was trained in various home 
office departments, then appointed man- 
ager of the Shanghai office early in 1937. 
He saw much of the Japanese division 
and became a member of the American 
troop of the Shanghai volunteer corps, 
in policing the international Settlement. 
In 1938 he was made agency supervisor 
for China, inspecting the offices estab- 





Property Management 
Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 





WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 











WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 


PROPERTY MANAGEMENT 
APPRAISALS 

RENTALS 

Experienced Insurance Activities 





Tenney Bldg. 
MADISON, WIS. 





Complete 
REAL ESTATE SERVICE 


Gola 





Property Management 
Loans—Sales—A ppraisals 
111% WEST 7TH ST. 
FORT WORTH 











lished at Peiping and Tientsin. On an 
automobile vacation trip into inner Mon- 
golia he was kidnaped by bandits. 
Upon returning to the home office in 
December, 1938, Mr. Smith was assigned 
to the foreign service department and 
when the MacGrath agency was organ- 
ized last October, joined it as an agent. 





Increase sales with Social Security. 
Send $1 for slide rule and full details to 
National Underwriter. 





lt Pays to Advertise 


THE NATIONAL 
UNDERWRITER 


St. Louis Mutual in A. & H. Field 


St. Louis Mutual Life intends shortly 
to enter the personal accident field and 
has joined the Health & Accident Un- 
derwriters Conference. It will issue a 
very low cost policy under which the 
insured will be permitted to add such 
coverage as he desires so as to provide 
a complete personal program for each 
policyholder. 
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LIFE SALES MEETINGS 





Kentucky Home Mutual Life 
Has Three Agency Meetings 


In conjunction with the April new 
business campaign, now being conducted 
by the Kentucky Home Mutual Life, 
three regional agency meetings have 
been held. The Indianapolis general 
agency held a meeting with F. A. Mil- 
ler, agency supervisor, presiding. Els- 
worth Regenstein, president, J. B. Wil- 
liams, secretary-treasurer, and P. R. 
Sawyer, accident and health manager, 
all addressed this meeting. 

The two Louisville agencies, the 


Hodgenville agency, and the Owensboro 
agency, had a joint meeting with R. P. 
presiding. 


Grider, agency supervisor, 

Mr. Regenstein, Mr. Williams, Mr. 
Sawyer and L. C. Cortright, vice-presi- 
dent and actuary, spoke at this meeting. 


The Lexington, Danville, Irvine, Ash- 
land and Williamsburg agencies (all in 


Kentucky) met at the third meeting. 
Mr. Grider presided and Mr. Regen- 
stein, Cortright and Mr. Sawyer 


Mr. 


medical 
was a 


spoke. Dr. William Lipscomb, 
examiner in the Kentucky area, 
luncheon guest speaker. 

All of the addresses dealt with the 
various phases of Kentucky Home Mu- 
tual’s “Dress-Up for Spring” campaign. 
Complete new spring outfits are being 
given away to those members of the 
field force who qualify. 


Sales Meet Set for April 26-27 


The annual Equitable Life of Iowa 
sales conference will be held at Excelsior 
Springs, Mo., April 26-27, with Presi- 
dent F. W. Hubbell the principal guest. 
The conference, which was originated 
seven years ago by H. A. Hedges, Kan- 
sas City general agent, will be led by 
G. V. Fort, Des Moines general agent. 

Other guests include Phineas Henry, 
home office legal department; James 
Hubbell, secretary and treasurer, and 
Ray Fuller, agency superintendent. 
Among the general agents who will 
attend along with some of their agents 
are Lyle Barnes, Omaha; Harry Stan- 





ley, Wichita; T. M. Hussey, Topeka; 
R. L. Baird, Oklahoma City; C.  M- 
Vaughan, St. Louis, and A. O. Ander- 


son, Cedar Rapids. 





Volunteer State Life Parley Aug. 5-7 

CHATTANOOGA, TENN.—The an- 
nual convention of the Volunteer State 
Lite will be held at the Lookout Moun- 
tain Hotel, atop Lookout Mountain 
here, Aug. 5-7. 

An outstanding program is being pre- 
pared for the convention which will in- 


clude insurance speakers of national 
fame as well as officials and field men 
of the Volunteer. 


A feature of the three-day session will 
be the traditional home office party for 
which elaborate plans are being made. 





Star Agents Meet May 3-4 


The National Associates, an organiza- 
tion of 25 leading producers of the 
Mutual Benefit Life, will meet at White 
Sulphur Springs, W. Va., May 3-4. A 
number of home office men will attend. 
Paul W. Cook, Chicago general agent 
and millionaire producer for many years, 
is the only general agent in the country 
who qualified. A number of leaders who 
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Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 
(neorporated Octeber 28, 1695 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 











THE TITLE GUARANTY 
COMPANY 


M. Elliott Houston, Pres. Aksel Nielsen, Exec. V. P. 
“Home of Landon Abstracts’’ 


Titles insured thruout Coiorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 





Over $700,000 Capital & Surplus 
TITLE INSURANCE 
ESCROWS 
LOANS 
ABSTRACTS 
COMPLETE RECORDS 

Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore. 











MISSOURI 


UTAH 





Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus ever $16,006,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


483 South Spring Strest, Les Angeles 
Other Offices: Santas Barbara, San Luis Obispo, 
Venture, San Diego, Visalia, Bakersfield, Riverside. 











San Diego's oldest and largest 
title insurance company 


Union Title Insurance 
aad ‘Trast Company 


JAMES 0. FORWARD 


eacstotar 





SECOND AVENUE 
AT BROADWAY 


SAN CIEGO CALIFORNIA 
S meateenael 


Complete title, escrow and 
trust services. 





CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 
San Francisco, Cal. 








KANSAS CITY TITLE 


AND TRUST COMPANY 
KANSAS CITY, MISSOURI 
* 

Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 


INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 














Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 
Qualified with Insurance Departments 
of Missouri and Eastern States 
ra ae 


Disburses construction funds and _ in- 





WASHINGTON 








sures against Mechanic Liens 


OKLAHOMA 








WASHINGTON TITLE 
INSURANCE CO. 


Capital $1,350,000.00 
803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 








AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


J 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








Please Mention 
The National Underwriter 
when Writing to 


Advertisers 
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fall within the first 25 in paid 
have been invited to attend as 


do not 
volume 
guests. 





Old Line Schedules Meeting 


P. A. Parker, chairman of the conven- 
tion committee of Old Line Life, an 
nounces that the meeting at Lawsonia, 
Green Lake, Wis., June 23, will be at 
tended by those agents who by May 31 
have qualified by producing the neces- 
sary amount of premiums. 





Iowa Agents of Aetna Meet 


DES MOINES—lIowa Agents of the 
Aetna Life held their annual agency 
meeting in Des Moines with N. M. De 
Nezzo, home office field supervisor, as 
principal speaker. Martin L. Seltzer, 
general agent, was in charge. 





Eleven members of the Kearney, Neb.., 
agency of the Security Mutual Life of 
Nebraska attended a day’s sales congress 
held by W. A. Braden, general agent. 
New policies were explained by Len J. 
Davis, field veneiial 


_ NEW YORK 


SECURITY VS. INSURANCE 





SOCIAL 


C. J. Zimmerman, president National 
Association of Life Underwriters, speak- 
ing before the New York City Life 
Underwriters Association, laid emphasis 
on social security as a challenge to the 
insurance field. In 1840 old age was a 
distinction, but in 1940 it is a problem. 
what with Townsend movements and 
the like making it expedient for Con- 
gress to expand security, while the taxes 
for this security are not expanded in 
proportion. He warned that social 
security, if expanded beyond bare neces- 
sity, will become a problem of national 
scope. 





COWAN & DENGLER MOVES 


Cowan & Dengler, Inc., advertising 
agency which handles the publicity of a 
number of insurance companies, removed 
from the offices in the R. C. A, building, 
New York City, which it occupied for 
the past seven years to more spacious 
— in the Bankers Trust Co. build- 
ing, 527 Fifth avenue. 





DUNHAM'S BRILLIANT RECEPTION 


Col. Howard P. Dunham, vice-presi- 
dent of American Surety and New York 
Casualty, and Mrs. Dunham entertained 
a large party of insurance and industrial 
leaders and their wives at their home, 
One Fifth avenue, New York City. The 
group included these insurance commis- 
sioners: Pink, New York; Harrington, 
Massachusetts; Gontrum, Maryland; 
Rouillard, New Hampshire; Blackall, 
Connecticut, and Deputy Commissioner 
Gough, New Jersey; U. S. Senators 
Bridges of New Hampshire, and Rad- 
cliffe of Maryland; Congressman Mon- 
kiewicz of Connecticut. 

The life insurance people attending 
included: Vincent P. Whitsitt, manager 
Life Presidents Association; Roger B. 
Hull, managing director National Asso- 
ciation of Life Underwriters; Frank L. 
Rowland, executive secretary Life Office 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features. 


Life Insurance in itself is inexpensive. 


We have many other unusual, 
saving Poutcies that are on 
investigating. Write for particulars, 


Interstate Reserve 
Life Insurance Company 
Ten 


East Pearson Street, Chicago 
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Management Association; Holgar J. 


Johnson, president Institute of Life In- 
surance; Alfred L. Aiken, president, and 


F. S. Willert, New York Life; J. P. 
Bradley, secretary Metropolitan Life; 
M. C. Laffey, vice-president, Sheppard 


Homans, manager of Equitable Society; 
W. Howard Cox, president, and Walter 


_LIFE a EDITION 


E. Barton and Paul S. Ranck, New 
York managers of Union Central Life: 
George A. Patton, vice-president Mutual 
Life; R. D. Braman, Connecticut Gen- 
eral Life; James Fulton, president 
Home Life; Arthur A. Fisk, advertising 
director Prudential; Mrs. A. B. Heis- 
senbuttel, president Postal Life. 


LIFE AGENCY CHANGES 





Finkbiner Named 
Sole General Agent 


A. C. F. Finkbiner has been appointed 
sole general agent of the Northwestern 
Mutual Life in Philadelphia. He suc- 
ceeds the partnership of Hergesheimer 





A. C. F. FINKBINER 


& Finkbiner, recently terminated by the 
death of R. U. Hergesheimer. 

Born in Royersford, Pa., in 1902, Mr. 
Finkbiner entered life insurance in 1923, 
when he made his first contract with 
Cc. B. & H. M. Taylor, then general 
agents of the Northwestern Mutual in 
Philadelphia. Within three years he had 
won the company’s bronze, silver and 
gold button awards for consecutive in- 
creases in production and raised his an- 
nual volume above the $500,000 mark. 
In 1930 he and Mr. Hergesheimer were 
appointed general agents to succeed the 
Taylor brothers when they retired. 

He has qualified as a C.L.U. and es- 
tablished a reputation both as a pro- 
ducer and trainer of men. He is a 
member of the standing committee of 
the Northwestern Mutual Life Associa- 
tion of Agents and chairman for the 
annual meeting in Milwaukee July 22- 
24. He heads one of the important 
convention committees of the National 
Association of Life Underwriters, whrch 
meets in Philadelphia next September. 





Northwestern Mutual Names 
Fahey Sole General Agent 


Peter W. Fahey, for the past 44 years 
associated with the Northwestern Mutual 
Life at St. Paul, Minn., has been ap- 
pointed sole general agent there. He 
succeeds the partnership of Langford 
& Fahey, general agents for the past 20 
years, following the sudden death of 




















| Jefferson Standard is unsurpassed | 

in size and growth by any com- 

pany founded since we began 
business in 1907. 
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DF ’ ). 
HOME OFFICE * GREENSBORO, N. C. 














The partnership origi- 
1914 also included 
Dwight R. Schuler, who died in 1920. 
Langford, Schuler & Fahey succeeded 
M. Keiter as general agents in the 
St. Paul territory on Jan. 1, 1914, on the 


N: FB: 


nally 


Langford. 
founded in 


latter’s retirement. They all had been 
successful producers in the agency. 
Mr. Fahey started in life insurance 


with the Northwestern Mutual in the 
Keiter agency of the Northwestern Mu- 
tual at St. Paul in 1896. He served as 
agency cashier, obtained experience in 
induction and training of agents, and 
was a successful producer in the field 
before being appointed general agent 26 
years ago. The St. Paul agency has 
always ranked among the leading gen- 
eral agencies of the Northwestern Mu- 
tual Life for the quality and persistency 
of the business submitted by it. Mr. 
Fahey will retain the present general 
agency offices located at 400 Guardian 
building. 


Voight to Fort Atkinson 


Floyd J. Voight, who has been with 
the W. C. Ulrich agency of the Old 
Line Life of America at Watertown, 
Wis., has joined the E. H. Miles general 
agency of that company at Fort Atkin- 
son, Wis., as general manager. Mr. 
Voight will assist present agency mem- 
bers, train new men and do organization 
work. In 1939 Mr. Voight led all 
agents of the company in personal pro- 
duction of new paid life insurance and 
premiums, and was second in number 
of lives written. 


Birmingham Appointment Made 


Crowe-Perryman, Inc., has been ap- 
pointed general agent of the Kentucky 
Home Mutual Life at Birmingham. W. 
J. Perryman, Jr., is secretary and treas- 
urer of the incorporated firm. W. C. 
McAdory heads the life, accident, health 
and group departments. Mr. McAdory 
has had many years experience in life 
and casualty. 


Bankers Life Names Meyers 


The Bankers Life of Nebraska has 
named A. C. Meyers general agent in 
Cleveland, where he has been operating 
a local agency for several years. M. V. 
Lonergan, who has been general agent 
at Beatrice, Neb., will have charge of 
the Meyers agency’s life department. 
Mr. Lonergan has been with the Bank- 
ers Life in Nebraska 13 years, 10 as 
general agent at Beatrice. 





Briggs Made Jackson Manager 


Mutual Life of New York has ap- 
pointed D. D. Briggs of Meridian as 
manager of its agency in Jackson, Miss., 
succeeding James P. McNeil who is be- 
ing transferred to Jacksonville, Fla. 

Mr. Briggs began as an agent for 
Mutual Life at Meridian in 1931. He 
was later appointed district manager 
and has been regularly a member of the 
company’s National Field Club. 


D. H. Carter Joins Peoples Life 


Don H. Carter, who was connected 
with the home office of Reserve Loan 
Life of Indiana, has joined Peoples Life 
of Frankfort, Ind., as general agent at 
Indianapolis. For the past 16 years he 
has been in touch with some phase of 
home office life insurance procedure and 
has engaged in insurance selling during 
his spare time. 


James Raley Succeeds Father 


The Central States Life has announced 
that James Raley has taken over the post 








of general agent at Little Rock, Ark., 
to succeed his father, Jeff Raley, who 
died recently. James Raley recently com- 
pleted one year of consecutive weekly 
productiou. 


Lincoln National at Spokane 


J. J. Williams has been appointed 
general agent of Lincoln National Life 
in Spokane,- Wash. Offices are at 417 
Paulson building. Mr. Williams’ terri- 
tory will include all of eastern Washing- 
ton and northern Idaho. He entered 
life insurance in 1931 with the Penn 
Mutual Life and after six years of out- 
standing work as a personal producer he 
affliated with the Prudential. Last year 
he was its largest producer in Washing- 
ton and ranked among the first three 
agents in the county. 





B. A. Becker in Denver Post 


Byron A. Becker, formerly agency su- 
pervisor in Wisconsin for Mutual Bene- 
fit Health & Accident and United Bene- 
fit Life, has been appointed agency su- 
pervisor in the Rocky Mountain division 
for those companies of which O. J. Pot- 
hast is manager. At one time Mr. 
Becker was state manager for Maryland 
and before that assistant manager in 
Chicago. 


United eehen Rockdent 
and Hospital Contract 


United of Chicago has placed on the 
market a combination non-occupational 
accident and full coverage hospital pol- 
icy to sell for a monthly premium of $1 

An exclusive general agency has been 
placed with thé Majestic Agency of Chi- 
cago, which will develop a sales organi- 
zation on the plan of industrial insur- 
ance selling. 

The agency will place a number of 
salesmen in the field, who will 
house to house solicitation in a concen 
trated area, establishing monthly deb 
which will be serviced by agent c a 
tors. 


No War Clause for Fathers 

The Central States Life will hereafter 
omit from policies issued to married men 
with one or more children the war clause 
which since Nov. 1, 1939, has been made 
a part of all contracts issued to male 
risks between the ages of 16 and 45. 


W. B. Bellack, district representative 
Lincoln National Life, De Pere, Wis., 
discussed “Business Insurance” before 
the Rotary Club there. 

Arthur B. Wood, president Sun Life 
of Canada, visited the Des Moines 
agency as guest of Manager South. 
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LEGAL RESERVE FRATERNALS 





Washington State 


Leaders Plan Active 


Program Announced Week Campaigns 


The program for the annual conven- 
tion of the Washington State Fraternal 
Congress, which will be held in the new 
Washington Hotel, Seattle, June 3, was 
announced this week by C. D. Robinson, 
fraternal supervisor and actuary Wash- 
ington insurance department, who is 
secretary of the congress. 

In order to make the congress more 
helpful to fraternalists in the state, a 
series of district meetings is being held. 
Commissioner W. A. Sullivan of Wash- 
ington has addressed a number of these 
meetings and will be the speaker at 
several more. 

Morning Session 

Mrs. Lois A. Geiser, president, regional 
director Degree of Honor Protective, 
presiding. 

Welcome, 
Seattle. 

Response, 
field director 

Roll call. 
session. 

Appointment of sessional committees. 
Report of officers. Report of commit- 
tees. 

Afternoon Session 

Installation of officers, 
official host, state manager 

Election of officers. 

Address, J. F. Fogarty, grand master 
workman A. O. U. W. of Washington. 

Address, Mrs. Minnie Hiner, president 
Oregon State Fraternal Congress, grand 
guardian Neighbors of Woodcraft. 

Open forum. 

Banquet—Toastmaster, J. F. Fogarty. 


Mayor A. B. Langlie, 


Mrs. Kathryn Bowen, state 
Woman's Benefit. 


Reading of minutes 1939 


G. M. Burns, 
Maccabees. 


Invocation, Rev. J. W. Hastings, pas- 
tor University Christian Church. 
Introduction of congress officers and 


distinguished guests. 

Address, Miss Frances D. Partridge, 
president National Fraternal Congress, 
secretary Woman's Benefit, Port Huron, 


Mich. 

Address, Commissioner W. A. Sullivan 
of Washington. 

Installation of officers, G. M. Burns, 
past president Washington State Fra- 
ternal Congress. 


Dancing. 


Says Fraternals Possible 
Only in This Country 

America is one of the few countries 
left in the world today where fraternal 
societies can continue to operate, Com- 
missioner W. A. Sullivan of Washing- 
ton declared in a radio talk broadcast 
from Bellingham, where he addressed a 
district meeting of the Washington 
State Fraternal Congress. Fraternals 
grow out of the desires of a free people 
to make themselves independent and 
provide for their dependents, he said, 
whereas in Europe generally the com- 


mon people are not permitted to organ-~ 


ize for the promotion of anything for 
themselves. 








PERTINENT FACTS 
SUPREME FOREST 
WOODMEN CIRCLE 
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Protection in force. . 106,83 1,483.00 
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Organized inte 2,678 groves in 44 states 
1939 to members and 
beneficiaries .....$1,767,420.41 
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THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 


A Legal Reserve Fraternal Benefit Society 


Bins West Miller Frances D. Partridge 
Supreme President Supreme Secretary 








Port Huron, Michigan 


Leading fraternals are responding to 
the special National Fraternal Life In- 
surance Week drive, May 12-18, and are 
planning to use the special posters, let- 
terheads and stickers extensively. This 
is the first time the fraternals have had 
an opportunity to take advantage of a 
joint campaign in which promotional 
material is distributed by a central or- 
ganization. 

The striking ship posters will be dis- 
played in thousands of public places and 
many organizations are planning to send 
each field worker and local lodge a 
plentiful supply. Special letterheads will 
be used in correspondence and for bul- 
letins to stimulate interest of lodges and 
members. 

The idea of providing each producer 
with a log book in which to list 50 pros- 
pects to call upon during the first 18 
days of May is proving popular. The 
objective is to sell at least five new 
membership certificates, although some 
fraternals are setting the objective even 
higher in cases where it warrants. 


A.O.U.W., Mass., Approves 
Proposal to Merge 


WEST NEWTON, MASS. — The 
first step toward consolidating the New 
England Order of Protection and A. O. 
U. W. of Massachusetts was taken here 
at the biennial convention of A. O. U. W. 
The merger plan, calling for one organi- 
zation of 18,000 members and combined 
assets of more than $6,000,000, was ap- 
proved and will be voted on by the New 
England Order at its convention in May. 
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Workmen elected J. E. O’Connor, Bos- 
ton, grand master workman. 





Mrs. Talley Is in Florida 


Mrs. Dora Alexander Talley, head of 
Woodmen Circle, is in Miami Beach, 
where she has been recuperating for 
some time from an illness which pre- 
vented her from attending the mid- 
winter gathering of the National Fra- 
ternal Congress held at Chicago in Feb- 
ruary. Mr. Talley is with her. She isa 
past president of the N. F. C. 





Wiedermann Agents Meet 

SAN ANTONIO, TEX.—Members 
of the B. A. Wiedermann agency of the 
Union Central Life for southwest Texas 
met here for a one-day sales conference. 
Harold P. Winter, assistant superintend- 
ent of agencies, reviewed the TNEC 
investigation. Mr. Wiedermann dis- 


cussed the sales value of the informa- 
tion service which the company pro- 
vides its policyholders. 

At a luncheon, D. E. Kessler of Bee- 
ville, Tex., on behalf of the agents 
presented an electric clock to Mr. Wied- 
ermann in observance of his 10th anni- 
versary of service as manager. 





Plan Texas Meet in Austin 


AUSTIN, TEX.—O. D. Douglas, San 
Antonio, program chairman of the Texas 
Association of Life Underwriters and 
National association trustee, held a con- 
ference here on plans for the annual 
state convention which will be held in 
Austin June 6-8. Others attending in- 
cluded Robert White, Dallas, vice-presi- 
dent; Barney Shields, Dallas, chairman 
of the general agents and managers sec- 
tion; Alva Carlton, Houston, chairman 
of the leaders round table. Each gave 
an outline of their respective activities. 
The local committees reported progress. 
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Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 


This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


BRINGS PROGRESS —= 


This principle was firmly im- 


ROCK ISLAND, ILL. 
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Agent Tells Why It Pays 
to Aim for Sales Target 


\lthough every one agrees that a 
definite schedule of activities is most 
important in becoming successful, it re- 
quires hard work and a great deal of 
thinking, William F. Hughes, Memphis 
agent of Massachusetts Mutual Life, 
declared before the annual sales con- 
gress of the Tennessee Life Underwrit- 
ters Association in Knoxville. The av- 
erage agent is inclined to take the easy 
road, but there is no worth while occu- 
pation for which the journey to the top 
is easy. There are no short cuts to 
success in life insurance. Although 
there are some men who are better qual- 
ified and possess more of the recognized 
selling virtues than others, there is no 
outstanding agent who has not followed 
definite work schedules. 

In order to set up a plan of action, 
Mr. Hughes determined the amount of 
money that he had to make to meet his 
living expenses for the year. With his 
past record he knew what each inter- 
view would be worth to him. He broke 
down his yearly quota on the interviews 
to monthly figures and then to weekly 
and daily. Unless this is done the task 
ahead looms almost impossible of ac- 
complishment. By setting an objective 
of three closing interviews a day or 15 
a week, he does not have to worry about 
his income. 


Saves His Renewals 


Mr. Hughes makes it a point to spend 
his earnings on his first year commis- 
sions only, investing the renewals in 
single premium 10 year endowments. 
“How long I can live on first year com- 
missions and save the renewals depends 
upon my willingness to pay the price 
that I know must be paid, for it would 
be so easy to soften up and let the 
devil’s voice be heard. ‘After all, re- 
newals are part of your earnings’ and 
lighten up on my work.” 

In order to avoid being a member of 
the C.1.0., “confused insurance opera- 
tors,” Mr. Hughes spends from 4:30 to 
5:30 each afternoon lining up his calls 
and determining the purpose of each 
call, whether for information, service or 
a closing presentation. If for some rea- 
son or other he is unable to do the work 
at this time, he makes a point of doing 
it before he goes to bed so he won’t be 
a C.I.O. the next day. 

Mr. Hughes emphasized the point that 
he occasionally misses the mark, “but I 
do find that if I keep my aim on the 
target, quite a few of my arrows will 
strike the bull’s eye.’ 

In his hour of planning Mr. Hughes 
jots down the results of his day’s work 
which takes about five minutes. The 
rest of the time he works on the list 
of people on whom he is to call the 
next day. The list is made up of names 
from his prospect file, such as age 
changes, “best time of year for their 
business prospects” or those who have 
asked him to see them at this time of 
vear. He keeps a little loose leaf book- 
let with him in which he jots down the 
naines of new men in town, names 
given him by policyholders, names taken 
from newspapers, college alumni bulle- 
tin, ete. However, most of his pros- 
pects come from his monthly master 
list. This list is usually made up the 
last Saturday afternoon of the month. 
It contains the names of about 75 peo- 
ple whom he will see during the next 
month. By making the list in advance 
he has at least 75 people to call on dur- 
ing the month oud this is supplemented 
by new prospects, old policyholders who 
need service and others. 

Each week end he takes approximate- 


ly one-fourth of the month’s total to be 
called on during the following week, 
adding new names that have come up. 

Regardless of the system followed, 
Mr. Hughes urged agents to stick to it 
100 percent because of its disciplinary 
value. 

When he selects three or four definite 
prospects on whom to call on the fol- 
lowing day, Mr. Hughes spends some 
time thinking out each one’s problems. 
He puts himself in their places, figur- 
ing out what he will say to them and 
why. 

In order to have something definite 
to shoot at Mr. Hughes seeks to write 
an app-a-week and to produce at least 
$20,000 of paid for business each month. 
If he makes this record he qualifies for 
the company’s honor roll, which he says 
is an important stimulant. 


Has Definite Objective 


In analyzing the common denomina- 
tor of successful men, P. B. Turner, 
Kansas City general agent Home Life 
of New York, pointed out, it is not big 
or small; not fat or lean, not how much 
they went to school. It is: 

“(1) Vision, a goal in mind beyond 
the immediate grasp. 

“(2) Industry, a continuous doing of 
the necessary things. 

“(3) Enthusiasm, the ability 
excited about your work.” 

Mr. Turner carries two watches, one 
20 minutes fast. When a prospect says 
he is too busy to do anything just now, 
Mr. Turner pulls out the fast watch: 
“Yes, it’s five minutes to three. You 
have an appointment at three?” 


“Well, it’s really 25 minutes to three 
and 20 minutes is just time for the doc- 
tor to make his examination.” 

Attempts to sell life insurance without 
agents have not been successful, A. 
Taqua, associate editor Diamond Life 
Bulletins, pointed out. As there will be 
more persons between ages 20 and 45 
the buying age for life insurance. in the 
next decade than ever before, the sales 
possibilities are great, he said. There 
will be nearly three times as many per- 
sons age 65 and over in 1960 as there 
are now, which emphasizes the need 
for providing for old age. People buy 
life insurance as protection and invest- 


to get 


ment against four hazards: Unemploy- 
ment, disability, old age and death, Mr. 
Jaqua said. 
Certainty of Insurance 
Is Stressed by Schriver 

ST. LOUIS—The certainty of death 


and that life insurance will meet all ob- 
ligations when death does 


come, was 
stressed by Lester O. Schriver, Peoria, 
Ill., general agent, Aetna Life, before 


the Life Underwriters Association of St. 
Louis. He pointed out that no other 
fiduciary institutions came through the 
vicissitudes of the past 10 years as have 
life insurance companies. Touching on 
the recent TNEC hearings in Washing- 
ton, he said they revealed that life insur- 
ance presented less cause for just criti- 
cism than any other human institution. 

Mr. Schriver, a past president of the 
National association, asserted life agents 
throughout the country are opposed to 
any form of federal control or govern- 
mental invasion of private business. It 
has been demonstrated that the assets 
held in trust for the life policyholders 
have been carefully safeguarded, des- 
pite the worst depression in the nation’s 
history. This is the best proof that the 


life insurance companies are fully ca- 
pable of handling their own business. 

Stressing the certainty of life insur- 
ance, he said that personally he has 
$150,000 on his own life and that he is 
absolutely sure that his wife and chil- 
dren will receive all of that sum after he 
dies, exactly in accordance with the 
terms of his policies. But on the other 
hand he is not sure that the other se- 
curities carried in his safety deposit box 
will pay out 100 percent after his death. 

Mr. Schriver was introduced by Ar- 
thur Shugg, St. Louis general agent, 
Aetna Life. 

The annual boat ride meeting will be 
held on the new steamer “Admiral” on 
June 21. 


Cooperation with Lawyers 
Urged by George Lackey 


CLEVELAND—In commending the 
Cleveland Life Underwriters Associa- 
tion for its cooperation with the Cleve- 
land Bar Association, George E. Lackey, 
Detroit general agent Massachusetts 
Mutual Life, said that in handling an 
estate there are life insurance dollars and 
court house dollars. Men are realizing 
that they must divide their properties 
while they are yet alive instead of hav- 
ing them divided after their death. Thus 
due precautions can be taken in safe- 
guarding the interests of the family. 

“There is no reason in the world why 
insurance men can’t get along with the 
legal profession and an understanding 
reached as to established principles,” Mr. 
Lackey declared. If a life insurance 
man is asked to recommend a good 
attorney to his clients, Mr. Lackey ad- 
vised naming several. Both attorneys 
and life insurance men should work with 
the common point of view of rendering 
better service to the public. Both will 
benefit by this practice. Stressing the 
advantages of making proper estate pro- 
visions, Mr. Lackey said that dollars 
which enter the court house may come 
out as 60, 40 or even 8 cents. Members 
of the Cleveland bar were guests. The 
“American Portrait” was shown. 


the 


Trend to Practical Tax Laws 


INDIANAPOLIS—The tendency in 
federal taxation of estates is in the di- 
rection of practical administration based 
upon reality and fairness to both the 
government and estate beneficiaries, M. 
H. Miller, attorney and tax counsel, told 
the Irdianapolis C.L.U. chapter. Al- 
though the actual yield from the federal 
estate and gift taxes is only 7 percent 
of the entire tax collected by the fed- 
eral government, the problems arising 
in that field have given the U. S. Su- 
preme Court some of its most important 
issues recently. During the past year 
the Supreme Court handed down more 
decisions affecting estates and trusts 
than in any other equal period in his- 
tory. In doing so it overruled doctrines 
enunciated in more than one-third of 
the cases previously decided by that 
court in the field. Many of the legalis- 
tic concepts which have grown in the 
desire to insure certainty in the field of 
estates and trusts are giving way to 
the more practical administration of tax 
laws. Constant scrutiny of new deci- 
sions is necessary in order to keep up 
with the trend and to observe the new 











boundaries in estate taxation, Mr. Mil- 

ler said. 

Annual Dinner in Boston 
BOSTON—The Boston C.L.U. chap- 


ter held its annual dinner meeting with 


William Cunningham, Boston “Post” 


sports writer, as speaker. 





A six months course in business insur- 
ance and taxation under the auspices of 
the St. Paul C.L.U. chapter has just 


been comngreten. 


Prizes Reebebe in n “Life 
Insurance in Action” Contest 


Ninety prizes totalling $4,500 have 
been awarded to winners in the “Life 
Insurance in Action” contest sponsored 
by the National Association of Life Un- 
derwriters, according to John W. Yates, 
Massachusetts Mutual, Los Angeles, 
chairman of the committee on life in- 
surance information. 

In each of the nine districts 10 prizes 
were awarded: one each of $200, $100 
and $50: five of $25, one of $15 and 
one of $10. 

Prizes were awarded for good report- 
ing on how Americans have benefited 
from life insurance or annuities. Most 
of the entrants gave much credit to the 
agent for the successful completion of 
their insurance programs. 

The winning letter in each local asso 
ciation contest was eligible to compete 
for the district awards. Checks are be- 
ing sent to the winners by Joseph C 
Behan, vice-president of Massachusetts 
Mutval, as chairman of the executive 
committee of the Annual Message of 
Life Insurance. 

The winners of the $200 prizes were: 
H. G. Wall, Caribou, Me.: S. A. Sevev. 
Parishville, N. Y.; F. B.. Tindall, 
Greenville, S. C.; Mrs. Anna K. Pope 
Cincinnati: Mrs. Louise S. Blavlock. 
Pontotoc, Miss.: Mrs. Agnes Blazek 
Lidgerwood, N. D.; Mrs. L. J. L. Dunn, 
Shreveport, La.; Todd C. Storer 
Pueblo, Colo.: and Mrs. Mary B 
Schneider, Seattle. 


F. E. Agnew Now Vice-president 
Frank E. Agnew, Jr., has been elected 
vice-president General American Life 
He has been connected with that com- 
pany seven years, serving first in the 
investment and bond department and 
later as assistant treasurer. For the last 
two years he has been associated with 


President W. W. Head. 


McCarty Honored in Albany 

ALBANY, N. Y.—President S. L 
McCarty of the New York State Asso 
ciation of Life Underwriters was hon- 
ored at a dinner given by the Albany 
association. He is the first member of 
the latter organization to head the state 
association. Speakers were C. D. Con- 
nell, general agent Provident Mutual. 
New York Citv: Sidney Wertimer, man- 
ager Prudential, Buffalo, and Frank 
Wenner, general agent Connecticut 
Mutual, Utica. E. R. Gettings, general 
agent Northwestern Mutual, Albam 
was toastmaster. Ralph Horton, past 
president, presented Mr. McCarty a 
watch on behalf of the Albany associa 
tion. 





Braunig Agency Honored 

Home office executives of the Massa- 
chusetts Mutual Life were honor guests 
at the second anniversary party of the 
J. S. Braunig agency in Boston. Gen- 
eral Agent Braunig and C. H. Emanuel 
son, who went to Boston agency from 
Chicago two years ago, have greatly in- 
creased the agency business. Among 
those present were President and Mrs. 
B. J. Perry, Vice-president and Mrs. J. 
C. Behan: C. J. Hall, assistant superin- 
tendent of agencies: W. H. Nye, direc- 
tor of the Massachusetts Mutual; A. A. 


McFall, vice-president Columbian Na- 
tional Life, and Basil S. Collins, vice- 
president Old Colony Trust Co. of 
Boston. 
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Tennessee Parley 
Big Success 
Despite Handicaps 


NEW OFFICERS ELECTED 


President — Terry Archer, Chatta- 
nooga. 
First vice-president — R. C. Owen, 


Jackson. 

Second vice-president 
Nashville. 

1941 Sales omyeenes : Chattanooga. 


By A. R. JAQUA 
KNOXVILLE, TENN.—An all day 


rain didn’t dampen the spirits of 250 at- 
tending the annual sales congress of 
Tennessee Life Underwriters Associa- 
tion here. Charles J. Zimmerman, 
president National association, nearly 
missed the meeting when his Chicago 
plane was grounded at Louisville. But 
he caught a train to Nashville and was 
rushed 200 miles by automobile to 
Knoxville, arriving in time for his ad- 
dress at 3 p. m. 

Applause broke out when the name of 
John A. Witherspoon, Nashville general 
agent John Hancock, and a national 
trustee, was mentioned as next vice- 
president and 1941-1942 president of the 
National association. 


Watson Is Worried 


Harry Watson, program chairman, 
was worried when the opening time 
came and only one of his speakers had 
arrived. Commissioner McCormack, 
scheduled to open, was delayed by wet 
and slippery roads. But by the time the 
opening songs and welcome speeches 
were over, all the speaking talent had 
arrived except Mr. Zimmerman. He 
was to have addressed students in the 
school of business administration and 
classes in life insurance at the Univer- 
sity of Tennessee at Knoxville. A. R. 
Jaqua, Diamond Life Bulletins, substi- 
tuted for him. 


All Associations Represented 


E. Hal Blair, 


A large delegation was present from 
Chattanooga. Every local association 
in the state was represented. All were 
guests at lunch of the National Life & 
Accident. 

A special resolution was passed at the 
luncheon honoring A. S. Andrews, who 
is retiring as Knoxville manager of the 
National Life & Accident after 40 years 
service. E, B. Stevenson, vice-president 
of the company commented on Mr. An- 
drews’ outstanding record. 

Henry W. White, Jr., president of the 
state association, presided. 

A digest of the talks is presented in 
the “Sales Idea’ section. ; 
Commissioner McCormack Speaks 

In stressing the importance of retain- 
ing state supervision of insurance, Com- 
missioner McCormack said he was fear- 
ful of predicting as to the future of life 
insurance placed under bureaucratic con- 
trol of one government which could i 
the future become autocratic, regardless 
of the high purposes of the present ad- 
ministration. Although “the administra- 
tion we have today is dedicated to the 


where, under a different administration 
federal troops were called out to dis- 
perse groups attempting to make an 
orderly appeal to its federal government 
for recognition of proper claims by the 
soldiers of the world war which after- 
wards were granted by an overwhelming 
vote by the senate and house.” 


State Supervision Effective 


It is most logical to believe that super- 
vision by able and impartial bodies as 
represented by the various state insur- 
ance departments is-and would be more 
effective than supervision by one cen- 
tralized authority, Mr. McCormack de- 
clared. If any one of the state insurance 
departments should temporarily break 
down, at least the problem would be 
localized and confined to that particular 
state. The policyholder’s interest should 
be the prime consideration and in Mr. 
McCormack’s opinion policyholders feel 
their best interests have been well pro- 
tected under state supervision during a 
perilous period. Under state supervision 
the sound growth of life insurance has 
been remarkable. In 1900 only 13 per- 
cent of the population held a contract 
of life insurance, while nearly 50 percent 
holds at least one policy contract today. 


Full Lineup for 
Ohio Congress 


TOLEDO, O.—Nationally known 
leaders in life insurance, law and gov- 
ernment are on the program planned for 
the convention of Ohio Association of 
Life Underwriters at Hotel Secor, May 
2-4, according to Lloyd F. Martin, Mas- 
sachusetts Mutual Life, state program 
chairman. 

Principal speaker will be Governor J. 
W. Bricker of Ohio. Others on the pro- 
gram are—M. J. Cleary, president 
Northwestern Mutual Life; C. J. Zim- 
merman, president National association; 
K. W. Conrey, Grand Rapids, president 
Michigan association; R. P. Thierbach, 
Cleveland, general agent Northwestern 
Mutual; I. S. Kibrick, Brockton, Mass., 
agency assistant and chairman Top 
Club advisory board New York Life; 
D. B. Maduro, counsel, New York as- 
sociation; Mrs. Sis Hoffman, Cincinnati, 
Union Central Life, who led her com- 
pany’s entire field force in 1939; Ralph 
W. Hoyer, Columbus, general agent 
John Hancock, president Ohio associa- 
tion; E. L. Jones, secretary and cashier, 
George E. Lackey agency, Massachu- 
setts Mutual, Detroit; W. F. Szwed, 
Detroit, Prudential; J. P. Meek, Indian- 
apolis, Acacia Mutual, who has a rec- 
ord of consecutive weekly production 
for more than seven years, Superintend- 
ent Lloyd of Ohio. -C. A. Macauley, 
Detroit, general agent John Hancock. 

W. B. Gardiner, New York Life, is in 
charge of local arrangements for the 
convention. Toledo bankers and attor- 
nevs will be invited to attend the meet- 


ing addressed by Mr. Cleary. A golf 
tournament concludes the convention 
May 4 


Preceding the convention proper, on 
May 2, trustees and local association of- 
ficers will meet, Mr. Hoyer presiding at 
the former meeting and Ray Hodges, 
Ohio Ni ational, Cincinnati, , Secretary Na- 
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tional association, presiding over the 
latter group. Mr. Hodges has requested 
those planning to attend his group’s 
meeting to advise him of that fact. The 
following topics will be taken up: Aims 
and objectives of a local association, 
function and duties of local officers and 
committees, tangible benefits of associa- 
tion membership, meetings, education of 
members, law and _ legislation, public 
relations, selection of local committees, 
financing, conserving and_ increasing 
membership, state and national associa- 
tion reports and headquarters’ bulletins. 


Zimmerman to Appear in 19 
Far West Cities in May 


A west coast tour that will take him 
from the Pacific northwest to southern 
California will form the major part of 
Charles J. Zimmerman’s itinerary as 
president of the National Association of 
Life Underwriters during May. His 19 
association visits during the month will 
include 10 conferences with state bodies. 


Mr. Zimmerman will confer with di- 
rectors and committee chairmen and 
talk before general agents’ and man- 
agers’ groups at each of his stops. 

His schedule during” May is: 

May 2, Detroit; 3, Toledo, Ohio 
state association; 8, St. Joseph, Mo.; 9, 


Omaha, Nebraska state association; 10, 
Des Moines; 14, Sioux Falls, South Da- 
kota state association; 15, Minneapolis, 
Minnesota state; 16, Fargo, North Da- 
kota state; 17, Great Falls, Montana 
state; 18, Bellingham, Washington 
state; 21, Portland, Oregon state; 23, 
Oakland, Cal.; 24, San Francisco, north- 
ern California sales congress; 27, Los 
Angeles; 28, Long Beach and San 
Diego: 29, Phoenix, Arizona state; 21, 
El Paso, Tex.; June 1, Oklahoma City. 


Madison, Wis.—H. G. Mosler, Massa- 
chusetts Mutual, Los Angeles, chairman 
Million Dollar Round Table, spoke at a 
meeting sponsored by the women’s di- 
vision. Mrs. J. B. Everson was in charge 
and Genevieve Townsend, chairman of 
the regional essay contest, presented 
awards to the winners. 

Milwaukee—The Milwaukee C.L.U. 
chapter conducted a panel discussion on 
government annuities. The subject was 
approached from these angles: Past his- 
tory of government annuities; current 
history, technical and political aspects, 
and some probable results. Participants 
were Waller Carson, New York Life; W. 
Cc. Mayer, Mutual Benefit Life; J. C. 
Windsor, Connecticut General; Henry 
Fuller, Westley Tuttle and Laflin Jones, 
Northwestern Mutual Life. ‘American 
Portrait” was shown. 

Rhode Island—-Leon G. Simon of New 
York spoke on the uses of business in- 
surance at a luncheon meeting in Provi- 
dence. 

Burlington, Vt.—James A. Bruce, 
Monarch Life, Rutland, president Ver- 
mont association, reported on the Na- 
tional association meeting in Atlanta. 

Toledo, O.—Raymond lL. McFarland, 
general agent American United Life, 
was elected president to succeed A. H. 
Hosier, Metropolitan Life. P. O. Day, 
Bankers Life of Iowa, was elected first 
vice-president; L. E. Zavac, Metropoli- 
tan Life, second vice-president; and E. 





Prudential; W. L. Rabideau, 
Metropolitan; and William G. Adams, 
Aetna, trustees, W. E. Downing con- 
tinues as secretary-treasurer. 

Washington, Pa.—Benjamin F. Davis, 
manager Pacific Mutual Life in Pitts- 
burgh, spoke on “Little Things That 
Make a Hit.” 

Birmingham, Ala.—No nation can enjoy 
social security without economic se- 
curity, said Dan Mason, field instructor 
Equitable Society. Life insurance is the 
only solution to social and economic se- 
curity, Mr. Mason said. It is the com- 
mission of every agent to help people 
solve their economic problems. 

Hayes Clark and Tom J. Huey were 
elected to serve on the board of gover- 
nors, .filliing unexpired terms. 

H. M. Nunnelley, president, appointeda 
nominating committee with James D. 
Willcox as chairman. The election will be 
held at the annual banquet May 31. 

New Jersey—Plans are being com- 
pleted for a two day convention at the 
Berkeley-Carteret Hotel, Asbury Park, 
June 6-7. The arrangement committee 
is headed by John C. Elliott, Newark. 
The first day of the convention will be 
given over to registration and sports. 

The morning of the second day will 
be devoted to business sessions and elec- 
tion of officers of both the state and 
Northern New Jersey associations. <A 
luncheon will follow. Over 300 are ex- 
pected. 

Detroit—Paul W. Cook, Chicago gen- 
eral agent Mutual Benefit Life, will ad- 
dress the Detroit sales congress May 


T. Madden, 








2 on “Business Insurance.” 
Enid, Okla.—An association has been 
formed here with Milton E. Asfahl, 


Yquitable Life of Iowa, as president. 
R. L. Baird, Oklahoma general agent 
Equitable of Iowa, president of the 
Oklahoma association, spoke at the or- 
ganization meeting. 
Boston—‘Imaginative Selling” was 
discussed by John M. Holcombe, Jr., Sales 
Research Bureau. President George P. 
Smith reported that membership has 
reached 1,064 and that 10 offices are en- 


rolled 100 percent. Clarence W. Wyatt 
reported on the National association 
meeting in Atlanta. 

Youngstown, O.—The only insurance 


that insurance men have for their busi- 
ness is to organize, Superintendent 
Lloyd of Ohio warned. More than 200 
were _ present. Mr. Lloyd declared 
businessmen must go into politics or 
they’ll go out of business. 

In speaking of the federal govern- 
ment’s investigation of life insurance 
companies, Mr. Lloyd said that if he 
were selling insurance, he “would take 
what the investigators found and go out 
and sell more insurance on it.” The 
TNEC found that life insurance is not 
a monopoly and that it offers a tremen- 


dous. safety factor, since insurance 
losses are infinitesimal beside the losses 
of other businesses. 


U. of Mississippi Sponsors Institute 


Life underwriting from the sales 
angle will be one of the themes on the 
program of the annual institute for life 
underwriters to be held May 9 at the 
University of Mississippi, Oxford, by its 
school of business administration. Agents 
in Mississippi, Arkansas, Louisiana and 
Tennessee will be invited to take part. 
Program will be prepared by Dr. Roscoe 
Arant, associate professor of economics. 
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Annuity and Supplemental Contract Exhibit 





In this table are the annuity and sup- 
plementary contracts of lite companies 
operating in Illinois as of Dec. 31, 1939. 
In the first column is the number of 
outstanding annuity contracts now pay- 


Income Now 


Payable 
No. : 

Acacia Mut. 143 60,958 
Aetna Life 9,334 3,478,784 
Alliance Life ...... 59 27,387 
Am. Mut. Life 35 4,504 
Am: Nath. 20... 181 66,075 
Amer. St’d. Life. 1 649 
Amer. United .... 343 119,215 
Bankers Life, Ia... 1,036 278,432 
Bankers Life, Neb.. 64 22,400 
Berkshire Life ... 1,159 417,566 
Bus. Men’s As..... 96 24,395 
Canada Life. ...... 987 523,618 
Central Life, la.... 223 42,660 
Central Life, IIl.... 11 3,249 
Columbian Nat'l... 417 132,382 
Columbus Mut. 178 54,323 
€onn. Gen. ....... 4,937 1,765,543 
Conm. Mut. ......- 8,322 3,001,035 
Conservative Life Sane eeauane, 
Continental, Ill... 158 53,302 
Country Life ...... Seay ° Reterabee's 
Equitable, N. Y.... 77,680 21,123,180 
Equitable Life, Ia.. 2,469 703,717 
Eureka-Maryland .. % 3,157 
Federal Life ...... 26 6,995 
Fidelity Mut. ..... 1,582 416,714 
Franklin Life ..... 146 26,769 
CGO AM 66s se ks 254 96,108 
CPE os, eG erect ness 28 11,263 
Great Northern .... 20 4,647 
Great-West ....... 201 160,399 
Guarantee Mut. ... 68 18,757 
Guatdian ..... : 954 346,669 
OIG os heer eee es 857 373,953 
Ill. Bankers ...... 5 1,590 
Indianapolis ....... 153 37,331 
John Hancock 8,040 2,992,153 
Kansas City Life.. 3,317 694,714 
Labayette ........ 21 2,827 
Ene of Va. 2... 517 209,214 
Lincoln Nat’l 2,119 470,002 
Lutheran Mut. Brecr ” Ayalaewaerrs 
Manhattan ........ 280 122,030 
Manufacturers 400 230,368 
Metropolitan ...... 8,205 3,207,004 
Midland Mut. ae 312 77,600 
Midwest Life ..... 7 2,589 
Minn. Mut. .. ... 1,235 270,896 
Monarch .......... i Ok oe 
MEGG: REUSE ..065.:. 291 60,186 
Nat’l Life & Ac.... 57 19,728 
Nath iesfe, fas... 1 880 
Nath ts) cc cose: 8,983 3,053,559 
N. Am., Chicago 24 4,527 
I ee MING. cess ware athafereretaare 
Northwestern Mut. 11,449 3,451,868 
Northwestern Nat. 858 212,569 
Occidental ........ 691 217,460 
Cia Nate . 5... 5. 303 106,572 
Ohio State. .. 123 28,490 
Old Eine ...-<: 64 13,643 
Old Republic ...... es aaa ata 
Pacific Mut. ...... 2,615 23,147 
Pan-American .... 202 63,823 
WONW NUE 3. cie's-cs« 15,806 5,190,632 
Peoples Life, Ind... 127 10,991 
Philadelphia ...... 1 300 
Phoenix Mut. ..... 7,163 2,979,522 
Provident Life & A 19 3,951 
Provident Mut. 6,110 1,958,454 
Prudential. <... 0.0%... 16,916 7,242,465 
IOHANCO 0:5 S240. oss 890 281,592 
MCHANCOONE OE onic KC eRee . heeeetes 
Reserve Loan .... 5 1,541 
MOCKIOLE | 6 o:0550+. 4 1,135 
St. Louis Mut...... 10 3,285 
Security Mut. N. Y. 33 9,049 
BOEWICE! cerccs cw sces 6 710 
State Form ...... 49 9,408 
State Life, Ind..... 10 2,661 
state: Mit. ..<<.:. 1,685 658,062 
Sun Life, Canada.. 8,686 3,577,829 
Sun Life, Md...... 21 3,724 
1 VOT 9,344 $612,389 
MMDIPUEONGE fc ccks. Sous  sdareces 
Union Mut., Me. .. 165 48,909 
United Benefit rate 73 16,140 

i Ce 89 26,059 
Wash, Wat, ...;.. 39 7111 
West. & South..... 31 28,713 
Ue. ae 31 9,030 


able and the amount of income. In the 
second column is the number of annuity 
contracts deferred but fully paid and 
the income. In the third coiumn is the 
number of annuity contracts deterred 


Deferred Fully 


Paid Paid 

No. $ No. $ 
925 336,951 6,333 7,851,543 
52 4,460 116 33,484 
16 4,177 55 22,322 
20 8,559 193 113,505 
1 649 wewke cpa wcanus 
95 34,326 740 467,923 
721 205,918 2,001 1,046,480 
16 3,176 428 144,312 
560 195,225 2,019 978,770 
32 4,509 833 301,717 
376 130,385 1,332 725,837 
36 8,763 300 107,153 
4 387 13 10,140 
103 52,072 424 211,779 
13 7,235 498 406,911 
6,766 1,501,848 6,833 5,095,810 
735 126,363 13,971 7,635,954 
76 24,556 1,260 732,726 
41,641 15,997,686 204,220 120,794,324 
1,780 622,440 6,384 3,229,419 
i RE ti 2A 4 2,032 
12 1,729 24 16,932 
395 110,971 3,710 1,714,969 
51 17,899 201 138,350 
84 21,500 225 125,559 
24 8,328 159 66,191 
10 1,142 29 23,101 
Saneace aac 810 731,698 
6 2,672 108 52,041 
537 254,091 3,462 1,862,398 
42 24,358 310 445,682 
37 2,180 i+ 20,386 
229 42,755 549 270,510 
6,500 3,406,546 17,445 7,845,957 
1,072 82,090 2,001 988,504 
14 2,907 25 6,942 
271 178,615 266 469,613 
795 241,422 4,389 2,367,149 
15 1,984 247 159,208 
89 85,583 443 79,409 
935 339,371 5,433 3,892,430 
210 49,648 1,424 556,867 
1 229 15 3,132 
331 12,046 4,294 1,170,393 
400 91,310 960 403,379 
682 182,879 2,345 1,328,485 
Satatais 21 3,776 
61 10,568 4,272 2,311,963 
5 1,429 26 25,953 
15 5,780 See eM Sia eaees 
53 43,273 707 333,465 
310 174,312 1,414 765,480 
123 40,972 207 143,333 
2 732 > eee 
56 12,405 263 115,964 
130 65,216 780 431,815 
4,755 3,977,903 16,223 8,216,519 
6 1,437 52 34,805 
ee, cae 1 240 
495 132,827 8,891 4,187,987 
3 821 19 8,533 
565 161,101 7,622 3,651,996 
803 141,902 19,970 12,072,464 
148 58,977 677 293,123 
ancewwae 1 572 
s are-olaare 6 3,377 
27 9,296 2 100 
3 763 529 315,869 
198 27,238 ,241 1,175,838 
549 131,629 5,646 3,551,742 
1 600 29 11,481 
3,730 3,577,601 11,718 11,791,418 
1 41 118 45,073 
Gates 14 3,738 
38 14,009 331 183,208 
17 7.020 89 36,481 
26 2.341 4 123,510 
198 DE). Swat ow,» da eaeras 
52 13,327 


Deferred Not Fully 


but not fully paid and the income. In 
the fourth column is the total number 
of annuity contracts and total income. 
In the fifth column is the number of 
supplementary contracts and income. 


Supplementary 

Total Contracts 

No. $ No. $ 
16,592 11,677,278 2,271 1,400,498 
227 65,332 190 9,516 
106 31,004 ll 1,626 
394 188,140 91 5,188 
1,178 621,464 23 7,810 
3,758 1,530,831 838 323,102 
508 169,889 49 13,856 
3,738 1,591,563 211 102,333 
Y61 330,622 50 10,293 
2,695 1,379,841 113 55,089 
559 158,577 142 36,096 
28 Eee. kes, 20S wana 
944 396,234 126 62,747 
68y 468,470 114 18,173 
18,536 8,363,202 710 392,412 
23,028 10,763,353 645 328,950 
aaa — saeeeaters 6 2,058 
1,494 810,585 28 16,056 
Hee. “uiadawices 1l 2,008 
323,541 157,928,190 6,009 2,799,380 
10,633 4,555,576 632 266,813 
11 5,189 22 855 
62 25,656 15 4,946 
5,687 2,242,115 350 151,798 
398 183,020 146 39,316 
563 243,167 160 93,765 
211 85,782 ose “aeeeawes 
39 28,890 42 7,455 
1,041 838,047 18 8,625 
182 73,471 50 9,702 
4,952 2,463,158 skal -xaeae oe 
1,709 884,020 339 139,833 
126 24,156 67 2,058 
931 350,596 117 18,817 
31,985 14,224,657 728 370,328 
6,390 1,765,308 477 86,722 
60 12,677 24 4,522 
1,254 857,442 30 12,148 
7,303 3,078,575 247 119,413 
wen oe 5 3,733 
542 283,223 26 8,821 
932 595,362 17 12,192 
14,573 7,438,751 2,021 932,249 
1,946 684,116 191 43,925 
23 5,952 11 2,373 
5,860 1,453,335 100 41,358 
td SPN ees: 1 445 
1,651 554,875 352 21,426 
3,084 1,531,092 4 2,637 
22 4,657 ke oc  “aaaeteare 
13,316 5,416,091 565 275,914 
§5 31,910 105 8,130 
owed) “lwaleorreds 6 250 
11,449 3,451,868 4,630 1,660,253 
873 218,349 365 103,426 
1,451 594,199 279 44,226 
2,027 1,046,364 66 15,679 
453 212,796 14 4,744 
408 14,376 130 12,688 
? caee, enadeues 3 19 
2,934 1,051,516 325 141,843 
1,112 560,854 Dieta! 5 cea: 
36,784 17,385,055 3,162 1,484,035 
185 47,233 wae. iasdecaes 
2 540 1,878 70,537 
16,549 7,300,336 870 376,155 
41 13,306 16 3,170 
14,297 5,769,552 1,363 615,159 
37,689 19,456,831 3,422 1,520,556 
1,715 633,692 745 133,534 
1 572 1 74 
5 1,541 7 1,480 
4 1,135 enter » Mad amet 
16 6,662 12 579 
62 18,445 35 9,223 
6 710 Pree nase 
611 326,041 48 1,851 
10 2,661 159 51,886 
4,124 1,861,139 607 331,232 
14,881 7,261,200 481 210,670 
51 15,805 eT ee 
24,792 19,981,408 2,868 1,396,058 
119 45,114 103 
179 52,648 79 13,683 
442 213,357 7 4.017 
195 69,561 21 6,049 
540 147,061 38 14.701 
229 155,091 13 2.031 
83 22,358 22 1,622 


Blackall Warns Against 
Idea of Federal Supervision 


HARTFORD-Stating that it is the 
right of a state to supervise the insur- 
ance business within its borders, Com 
missioner Blackail in a radio address 
warned against suggested federal super- 
vision sas tending toward an eventual 
socialization inimical to the best Amer- 
ican.traditions. He also urged that a 
halt be called on insurance legislation, 
in order that legislauon already passed 
might be absorved, thereby giving the 
business some solid foundation for tu- 
ture planning. 

“There is some discussion these days 
aus to whether or not the supervision, at 
least of the life insurance business, 
should be centralized in W ashington,” 
said Commissioner Blackall. “In my 
opinion, such a supervision would have 
to be imposed upon or be ancillary to 
the state supervision of companies. It 
seems to me that the state should have 
the authority to determine the require- 
ments for the admission of companies 
and such requirements should not be 
endangered by any centralized super- 
vision that might permit standards 
weaker than those ordinarily required. 

“Then too, the federal government 
already has preempted the income tax 
field and should it take over the super- 
vision of insurance companies, it would 
be only another step for it to preempt 
taxation of insurance companies, as a 
result of which the states, including 
Connecticut, would have a serious prob- 
lem on their hands. Within one genera- 
tion of the time when the federal gov- 
ernment should start to supervise insur- 
ance companies, I am afraid we should 
have a very pronounced socialization ot 
the business that would be out of har- 
mony with the developments to date in 
our social and economic life.” 


Tax Talk in Philadelphia 

Ralph A. Armstrong, home office tax 
attorney for Massachusetts Mutual 
Life, addressed the Philadelphia C.L.U. 
He stressed that the tax situation is one 
of the economic factors where change 
is extremely evident. Today, precedents 
are being swept aside, and decisions are 
being set up on the merits of individual 
cases -as they are interpreted. Mr. 
Armstrong illustrated this by reference 
to the famous 1860 case of Paul vs. Vir- 
ginia in which it was ruled that insur- 
ance companies were engaged in inter- 
state trade but not in interstate com- 
merce. Justice Frankfurter has given 
an opinion which, in essence, states that 
a new start is being made in this mat- 
ter of decisions and that reliance can- 
not be placed on precedents. 

There is an evident tendency to refer 
cases from lower courts right through 
to the Supreme Court. 

Mr. Armstrong advocated a correct 
concept of the role of life insurance, that 
it could play a vital part in providing 
tax payments, but should not in any 
sense be thought of as a means of tax 
avoidance. He emphasized the impor- 
tance of taking advantage to the fullest 
of present-day exemptions and called at- 
tention to the fact that more use could 
be made of the $4,000 annual allowable 
exemption for gift purposes. 








Group Annuities 


Annual 

No. Income 
yO ES Serer cree 81,797 $ 6,785,036 
Amer, Stand. ........ 54 25,920 
Amer. United ....... 209 4,486 
nee — ere 80 9,358 
A ee 12,984 661,167 
E oH g i 5 Sarr 153,501 15,035,275 
John Hancock oc « See 1,334,562 
Life of Virginia... 1,991 424,898 
Metropolitan ’ *221,762 63,377,310 
Minnesota Mut. . ; 102 16,977 
Nat’l Life & A... 4,227 443,363 
Occidental ..... .. 10,113 1,825,127 
Prudential ..........142,176 26,289,512 
Sun Life, Can... .. 8,245 5,124,071 
reo. rere 30,138 1,290,273 
Week & Sogth........ 2,368 104,930 


*Includes 23,885 certificates under six 
contracts for retirement plans where 
part of the annuities on each life is 
underwritten by contracts of other in- 
surance companies. After multiplying 
the number of certificates in each case 
by the respective proportions of annui- 
ties underwritten by the company’s con- 
tracts the number becomes 11.829. 
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As part of its 60th anniversary program, the Edward A. Woods Company. Pitts- 
burgh general agents Equitable Society, held an all-day conference on group and 
salary savings insurance. Speakers included (sitting, left to right) Joshua B. 
Glasser, president Equitable Group Millionaires Club, Lustgarten agency, Chicago; 
John M. Pfeil, leading Equitable group producer in 1939 and group millionaire for 
16 consecutive years. Standing: William M. Duff, president and manager of the 
Woods company; Miss Edith B. Hampton, New York, secretary Group Millionaires 
Club, and Mark B. Higgins, vice-president of the club, Pittsburgh. 


Four of Chicago's leading Metropolitan Life managers: 
Francis, P. J. McNamara, and A. D. Hallagan. 





Key turning ceremony at the celebration of the rededication of the home office 
building of the Franklin Life, at Springfield, Ill. Left to right, Charles E. Becker, 
president Franklin Life; Emest Palmer, Illinois insurance superintendent and 
Mayor Kapp of Springfield. 





Vice-president Paul F. Clark (fifth from 
left) presenting colors of the John Han- 
cock Memorial Post No. 1233, first Amer- 
ican Legion post to be composed entirely 
of John Hancock representatives. At Mr. 
Clark's left stands William H. Daley, Jr. 
regional manager: at his right, Post Com- 
mander Frank Carroll, assistant manager 
at Long Island City. Ceremony took 
place at Lost Battalion Hall, Elmhurst. 
Long Island. 





